ELECTRICAL 
Wholesaling 


THE INDUSTRY’S SALES & MANAGEMENT MAGAZINE 


A McGRAW-HILL PUBLICATION PRICE 40 CENTS 





AUGUST: 1961 


DENVER— Electric heat moves ahead, Minimizing 
drop shipments... KINGSPORT— Service makes for 
growth... SYRACUSE —Warehouse manager who 
sells...SALINAS—How to profit on the fringe 
NASHVILLE—The friendly approach to sales... 
FT. LAUDERDALE —The electric housewares 
dilemma... CHARLOTTE —Reflections of a tutor 
of sales trainees... DALLAS—Selling packaged 
kitchens... CHICAGO —Boosting the industry. 





Why APPLETON “‘ST” Series 
Connectors Are Better 
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Precision turned compression nut (A) slips 
over liquid tight conduit. Brass Ferrule 
(B) screws into conduit with sleeve cov- 
ering conduit. Tightening compression nut 
onto connector body (C) provides a posi- 
tive seal and ground between flexible 
conduit and connector 


Cross section of completed connection 
shows how tapered end of nut compresses 
ferrule wall . . . seals perfectly and gives 


positive ground between conduit and con- 
nector. 


Explosion Proof 
Fixtures 





The Only Fittings of Their Kind... 
Provide Positive Wiring System Protection 


e APPLETON “ST” Series Connectors have an exclusive brass 
ferrule, and unique construction to make it your best connector 
buy for use with liquid tight flexible conduit! Nothing to come 
loose, deteriorate, crack or break. APPLETON “ST” Series Con- 
nectors stay tight . . . positively exclude liquids, fumes, chips, 
shavings and other foreign matter from electrical systems. Rec- 
ommended by many electrical engineers. And, since the threaded 
brass ferrule screws in and crimps on there is a perfect seal and 
permanent ground .. . maintaining voltage in ground circuit un- 
failingly within 10 millivolts drop. “ST” Series Connectors are 
one more reason why APPLETON is... 


TODAY, MORE THAN EVER... 


hoy, Bretton Wi UNG 


*U. S. Pat. No. 2,782,060 


The Standard 


Also Manufacturers of: 


Malleable Iron 
Unitet Fittings 


Pp 


Outlet Boxes Automatic Industrial Lighting 


Reelites 


APPLETON ELECTRIC COMPANY « 1742 Wellington Avenue « Chicago 13, Illinois 





The Importance of 
in Portable Cable Design 


A portable cable is constantly 
under attack from many different 
directions. It is dragged over rough 
floor surfaces and rocky terrain 
crushed under the wheels of trucks 
and carts, continually bent, flexed 
and stretched. In addition, it is very 
often subjected to attack by water, 


solvents, oil and ozone. 


To give long, dependable service, 
portable cables must be able to with 
stand rough treatment, and must 
have built-in protection against all 
deteriorating factors. Moreover, they 
must possess other desirable quali 


ties such as lightness and flexibility 


The science in designing thes 
cables is to add the necessary ingre 
dients in the jacket to provide maxi 
mum protection 
maximum of other desirable features 
This is where Balanced Compounding 
comes in. It is very easy to provide 
protection against one or two of the 
deteriorating factors, simply by load 
ing the compound with an ingredient 
which is impervious or highly resist- 
ant to these factors. Unfortunately, 
however, the ingredients which pro- 
vide resistance to abrasion or crush- 
ing may be highly susceptible to 


attack by oil or water; and vice 


versa. 


The cable 


then, is to attain a balance in his 


designer’s problem, 


compounding formula which will 
provide maximum protection against 
one deteriorating factor without re 
protection others 


ducing against 


below the danger point. 
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along with the 


To the buyer of cables, this means 
that quantity of any one ingredient 
is unimportant, unless it is con- 
sidered in relation to the over-all 
ability of the cable jacket to resist 

of the abuses to which it is sub- 
jected 

For balanced resistance to all 
these abuses, the best assurance you 
can get lies in the quality of the re 
search and development facilities of 
the manufacturer, and the product's 
record of performance. 


This is one reason why — in those 


industries where portable cables are 
continually used or purchased as 
components of a manufactured prod 
uct Simplex Tirex Cables are re- 


garded as the standard 


Proof of the worth of Tirex 


Balanced Compounding, which gives 
balanced resistance to all the deteri- 
orating factors of normal use, can 
be found in the fact that Tirex 
cables have been successfully per 
forming under the most rugged op 
erating conditions for periods rang- 


ing up to twenty years 


Simplex 
WIRE & CABLE CO. 


Portsmouth, N. H. 


Cambridge, Mass. + 
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ISTRIBUTORS 


This is the time of year when some manufacturers make @ concerted attempt 
to win friends and influence sales efforts by sponsoring sales contests, 
spiffs, and a variety of giveawayS- 

We at Square p have long maintained that this type of sales promotion is 
camouflage used to convince distributor management and personnel that th 
sales volume will be increased. We believe, on the contrary, that any 

in business resulting from such contests is, at best, @ temporary one whl! 
lasts only as long 45 the contes j . When the final year-end figur 
are in, the over-all result, aS far as the distributor is concerned, is 
The sponsoring manufacturers, however, achieve their objective of poostinse 
sales when they need the pusiness most — possibly to relieve distress 

one of several areas, such as low cash reserves, excess production capa 
personnel or stocks. 

We believe 3% 15 much more important to have @ capable, hard-hittine 
engineering organization working the year ‘round with our distributors 

in a cooperative sales effort than to sponsor these short-term contest 
In our pook, it is that type of consistent selling that benefits both 
manufacturer and the distributor and builds 4 successful and profitat e 


thea 


relationship: 

When 2 distributor participates in these so-called giveaways, he shou! 
realize that he, too, is giving away something —— somethiné much more 
and vital to his business than 4 gift of money OF merchandise. To a 
degree he is turning over the direction and control of his sales pers?! 


to the contest sponsor. In an effort to win a prize, it 1s only nature 


4 


sales people to concentrate on selling those products which involve pri 
This inevitably means ¢ ; ion in their over-all effectiveness - Th 
distributor's sales volume fo he rest of their business is bound to sufi 
In all probability, even those who get the prizes are being hurt, sinc 

a more rounded sales effort undoubtedly would have increased their 


sales and enabled them to earn larger commissions or bonuses - 
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These are the reasons we think these sales promotion schemes are pad | 
the electrical industry- We hope we are performing qa service by £° 
record against them at every opportunity: 


sincerely: 


W. J. Moriarty 
Manager, Distributor Relati 
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A personal 
approach to 
heating sales. 


Points for good 
selling ... 


Opinions on a 
timely subject. 


Benefits on the 
local level. 


A comprehensive special re- 
port on what’s new in 
lighting will include new de- 
velopments in light sources, 
fixtures, accessories, materi- 
als and lighting marketing 
programs in the making. 
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Anyway you look ~~ at it 


Carol has the fastest 


erowing line in the Industry 


TL ake a look at quality yourself... check its 
extra toughness foo examine the foot- / by- 
foot ineperindinng on portable cords that 
show the ‘iii. number of conductors and types ~ of 
insulation ... color coded labels ee that instantly 
identify | "i _ insulation...heft / the durable 

YZ / ae Caer 
see-through bags that make Carol cord sets 
such easy-to-sell merchandise ... from any mn you'll 


discover = why (Ji) has the fastest growing, 


most salable line in the industry ... why you should 


specify and sell @#:)¥1) 2) Cable Products. 


CAROL CABLE COMPANY 
PAWTUCKET, RHODE ISLAND 
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Credits and Collections 
IN CASE you may have wondered 
just how ELECTRICAL WHOLE- 
SALING obtains such wide coverage 
in its editorial feature pages, the an- 
swer is “travel.” 

Almost all of the articles about 
electrical distributors are staff-written 
In accomplishing this, EW’s editors 
traveled 66,000 miles throughout all 
parts of the nation in 1960, for in- 
stance. This figure represents an in- 
crease Of 11,000 miles over the 1959 
figure 

In an attempt to keep interesting 
stories flowing your way, the maga 
zine’s editors made 250 calls last year, 
an increase of 10 calls over the previ- 
ous year. 

And we see no change in this per- 
centage of increase for 1961. If one of 
our editors has not seen you recently, 
you can be assured we have not for- 
gotten about your organization. 
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Speaking of wide coverage, this issuc 
is an excellent example of the geo 
graphical reporting. Eight states rep- 
resented in article form include Colo- 
rado, Tennessee, New York, Califor- 
nia, Florida, Texas, Illinois and North 
Carolina. 

One last item of interest before you 
start reading these features is that four 
editors of EW recently received a 
merit award from the Associated Busi 
ness Publications for its “Succeeding 
in the 60s.” This 32-page special re 
port, as you will remember, appeared 
in the April, 1960 issue 

Those who received awards are 
George Ganzenmuller, editor; George 
D. Farley, managing editor; Robert S. 
Bush, associate editor, and Herbert 
Cavanaugh, assistant editor. 

This points out that EW is con- 
stantly attempting to pass along to you 
not only variety but also detailed in- 
formation in depth about the industry 


SEAVICE MASTER sell 


| ...Contains every tool needed 
99% of the time 


complete 23-piece kit for radio, TV, 
and electronic service calls 
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ROLL UP KIT: 
Durable, plastic 
coated canva 
with grommet 


hang-up display 


Extra profits from conveniently packaged * 799 Supplie- 
mental and *699 Replacement Part assortments 
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LETTERS TO THE EDITORS 





Abolish Cash Discounts 
Dear Sirs: 

Since Mr. Albiez had the advan- 
tage of reading my article in opposi- 
tion to cash discounts (EW—May 61, 
p.46) before preparing his defense of 
them, I hope you will see fit in the 
interest of fairness to publish in your 
“Letters to the Editors” my answer 
to his thoughts on this subject. 

Mr. Albiez seemingly agrees that 
cash discounts are an evil since he re- 
fers to them as a “necessary evil” in- 
cidental to the cost of an orderly 
credit and collection system. But are 
they necessary? Why should sound 
business practices accept anything that 
can be evil? And most 
expensive, too! 

I cannot agree that incentives must 
be offered to any ethical, well-man- 
aged soundly financed companies to 
pay their bills. Our experience shows 
that such companies pay their bills 
when due, regardless of whether they 
are or are not offered cash discounts 
No company, or individual, should be 
offered an incentive to pay a legal and 
moral obligation. I believe Mr. Albiez 
is a bit mixed up in his concept of 
incentives as they relate to our free 
enterprise system. 

So we reduce the incentive factor 
to its proper perspective by saving 
that it may then be applicable only 
to the marginal, under-financed ac- 
counts. These accounts are most cer- 
tainly in the minority—in our case 
less than 5% and probably not more 
than 10 to 15 for the entire wholesal- 
ing industry. 

What are we then doing with the 
cash discount policy? We are penal- 
izing the great majority of accounts, 
as Well as ourselves and the manu- 
facturers, in order to provide a highly 
questionable incentive to these mar- 
ginal accounts. If the wholesaler car- 
ries such accounts beyond the due 
paying dates, he is getting into the 
banking business and should accord- 
ingly charge interest. If he doesn’t 
wish to be in the banking business, 
then he should either refuse to sell 
this type of account or sell them 
C.O.D. There is entirely too much of 
the type of selling today where the 
buyer not only sets the price but the 
payment terms, too! 

I fail to see how standardization of 
cash discounts would eliminate 90% 
of the effort involved in figuring these 
discounts. Admittedly, these calcula- 
tions would be made easier if only 
one discount figure were used. Pos- 
sibly the effort would be reduced by 
a small percentage but the usual rou- 


classed as 
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tine work would still have to be done. 

In conclusion, I feel that the whole 
concept of cash discounts is a nega- 
tive one and based on an unsound 
philosophy of how business should be 
conducted. I repeat, they should be 
abolished! 

GEORGE M. COON 

PRESIDENT 
HUTCO ELECTRIC, INC. 
CLEVELAND, OHIO 


e To those who have an opinion for 
or against cash discounts, a reminder 
our columns remain open for a con- 


tinuation of the discussion 


Greater Danger 
Dear Sirs: 


Senator Goldwater should know 
but apparently doesn’t know that 
Communism is a bogy to discourage 
discussion of the ills that are growing 
to menacing proportions in our coun- 
try (EW—June ‘61, p.8). He is using 
a time-dishonored method by the use 
of such terms as demagogue, Com- 
munist, etc. 

The Communists in this country, 
just like the Republicans and the 
Democrats, are always ready to jump 
on whatever bandwagon promises the 
best results. This trait 
most of us. 

More important to my mind as an 
independent businessman than keep- 
ing up with the Russians is to avoid 
the totalitarianism practiced by the 
Russians. “To break up into small 
pieces the industries that supplied the 
muscle for the last war” may restore 
something much more precious to us 
the American way of life which in- 
cluded equality of opportunity for the 
individual. Of what use will it be for 
us to dominate the world with giant 
technology if thereby we our 
freedom, our courage and our initia- 
tive? 

We seem to be forgetting that our 
country is made up of little people 
who need to keep their opportunities 
unimpaired much more than to pan- 
der to the ambitions of the few among 
us who feel the need to throw their 
weight around internally and extern- 
ally. 

Let me say finally that we are in 
greater danger from the advocates of 
our developing Fascism and mislead- 
ers like the Senator from Arizona 
than we are from the bogy of Com- 
munism. The latter needs the chaos 
that follows war and economic break- 
down. Our developing Fascism needs 
war as an instrument of expansion 
and survival. Chaos follows Fascism. 


is COMmon to 


lose 


Either the Senator has his eye on 
Communism for the long pull or he 
doesn’t know what he is talking about 

SAMUEL KAPLAN 
TUCSON ELECTRIC SUPPLY CO. 


TUCSON, ARIZ. 

e On June 27 we 
Mr. Kaplan's letter to Senator Gold- 
water and invited him to reply in our 
pages. At press time, the Senator had 
himself of the 


Sent a copy of 


not availed 
tunity. 
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oppor 


April Issue Reaction 


Dear Sirs: 

The “Market Planning Guidebook” 
in your April issue (page 85) of 
ELECTRICAL WHOLESALING is most in- 
teresting, and so far as I know, offers 
the first idea on determining market 
potential and position. 

Any information along this line is 
bound to be useful, but I am of the 
opinion that a great deal of individual 
judgment would have to be applied 
to alter these broad figures to a given 
area, and just what corrections should 
be made, even though you might use 
County Business Patterns for correc- 
tions, is problematical 

The question of market potentials is 
one we are all interested in, but | 
have found that on a similar market 
potential study put out by one manu 
facturer giving the dollar value of 
their products used annually per em 
ployee based on industry classification, 
the actual potential varied greatly be 
cause so often these classifications are 
so broad they do not fit by any means 
all businesses coming under a classi 
fication. 

It certainly you food for 
thought, and is a step in the right 
direction. 

The sections on “How to Maxim- 
ize Your Sales to Present and New 
Accounts” and “How to Pinpoint 
Ready Product Sales Opportunities” 
should be most useful. 

H. B 


gives 


TONSMEIRI 
VICE PRESIDENT 

TURNER SUPPLY CO 

MOBILE, ALA 


Dear Sirs: 

... We believe it is one of the most 
complete guides for sales planning 
that we have ever seen. Truly, it rep- 
resents a short approach to marketing 
and sales for the distributor, and we 
shall put it to good use. 

PERCY RAWLINSON 
RAWLINSON ELEC. SUPPLY CORP 
DALLAS, TEX. 
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QUARTZLITERS - 


SCIENTIFICALLY DESIGNED FOR 


¢ Maximum controlled light output 

e Efficient operating temperature 
e Economical first-cost versus light-output ratio 
e Versatility of application 


Design objectives have been accomplished in the 
STEBER 7000 series Quartzliters through the choice 
of ideal dimensions, beam spreads, method of 

cooling and materials that assure long life with 
minimum maintenance expense 
You get true, full performance from the new 500 
and 1500 watt Quartz-lodine lamps when you 
use STEBER Quartzliters. 


Metal to metal contact cooling 
Reflector n contact with 
nternal fi which conduct 


heat to outer fin surfaces 


Wide, medium and narrow beam spreads to 
suit all applications for fighting: building 
facades, signs and poster boards, parking 
areas, golf driving ranges, race tracks, sports 
areas, amusement parks, playgrounds, load 
ing docks, outdoor construction 


e Cast aluminum, dual-fin cooled 
e Aluminum Anodal reflectors 
e Thermal-shock impact-resistant lens 


e Stainiess steel hardware 


STEBER The Pyle-National Company 


) Roosevelt Road, Broadview, Iilinois 





x» Street. Los Angeles, California 


DIVISION A ‘ ih oi aynada by Pyle-Nationai (Canada) Ltd 
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CONDUIT FITTINGS 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


ALL SIZES: 
v2" x close to 6” x 12” inc. 


SHIPPED 


SAME DAY 


@ Precision threaded and cham 
fered for leakproof connections 


Smooth raceways — easy fish 
ing 


Carefully inspec ted to Colum 
bus brand rigid standards 


Logical, convenient cartons 
clearly labeled 

Meets Federal specs 
WWC.-581C 


COMBINE ORDERS FOR 
ALUMINUM AND STEEL 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 


ELBOWS + NIPPLES * COUPLINGS + RUNNING THREAD 


ALUMINUM AND STEEL 


Letters (cont.) 





Dear Sirs: 

I am using this book as a dis 
cussion guide with my salesmen in 
order to get reaction and ideas. The 
salesmen disagree with some things, 
agree with other points, and are star- 
tled by some of the ideas. Most im- 
portant is that the guidebook is an ex- 
cellent basis for “brainstorming.”. . . 

JosePH M., First 
SALES MANAGER 
ARTCRAFT ELECTRIC SUPPLY CO 
WILMINGTON, DEL. 


Dear Sirs: 

Having carefully read your “Mat 
ket Planning Guidebook,” I wish to 
comment that this is the most valu- 
able contribution a magazine can 
make to our industry—that of giving 
us sales tools which will stimulate our 
thought and give us direction. 

Our firm is most grateful to you 
and your staff for the effort they 
have put forth in creating this 

SYLVAN R. SHEMITZ 
PRESIDENT 
C. S. MERSICK ELECTRIC SUPPLY CORP 
WEST HAVEN, CONN. 


Dear Sirs: 

I think this is a very fine pro 
gram which you have initiated for the 
electrical wholesaler. This is the type 
of interesting information that should 
certainly make ELECTRICAL WHOLE 
SALING outstanding. We are planning 
to use this Market Guidebook 

C. E. BuTier, Jr 
BUTLER ELECTRIC CO 
ST. LOUIS, MO 


Dear Sirs: 

Over-all, I think it was very 
well-done. . . . Your section on mar- 
ket potential while probably 
from an economic standpoint was in 
my opinion a bit to theoretical and 
statistical and while possibly useful as 
a guide must be tempered to consider 
local conditions, specific competition 
and personalities. This has become a 
business of specialization, and it is 
possible for a company obtaining, say 
5% of the market to be more profit 
able than a firm obtaining 50% of 
the market. 

Your approach to organizing the 
sales force relating frequency of calls 
to dollar volume is definitely sound 
and has been recommended by many 
business consultants. Your discussion 
of the methods of selling to the vari- 
ous markets was good, but I wouldn't 
want my salesmen tied down to as 
much paperwork as you seem to think 
is necessary. A salesman should be 


sound 


organized, but should not be bogged 
down with forms and paperwork to 
the point where it affects his sales 
efficiency. 

ROBERT W. BUCKLES 
BUCKLES-SMITH CO. 
SAN JOSE, CALI 


Dear Sirs: 

I wonder if you would be good 
enough to send me five (5) copies of 
the “Market Planning Guidebook.”. 

DONALD F. DIMockK 
SALES MANAGER 
ALLIED ELECTRIC SUPPLY CO 
PITTSBURGH, PA 


Dear Sirs: 

a We would appreciate very 
much your sending us seven copies of 
the “Market Planning Guidebook.” 

BARBARA LEININGER 
ARTHUR L. FHLERS CO 
CINCINNATI, OHIO 


Dear Sirs: 
Please send 55 reprints of the arti 
cle “Market Planning Guidebook.” 
C. V. GREGORY 
GENERAL SALES MANAGER 
RELIANCE ELEC. & ENG. CO 
CLEVELAND, OHIO 


Dear Sirs: 
May we have 10 copies of the arti- 
cle, “Market Planning Guidebook.”. 
F. K. CREASEY, JR 
GENERAL ELECTRIC CO. 
PLAINVILLE, CONN 


Dear Sirs 
Please send us one reprint of the 
Market Planning Guidebook.” 
WILLIAM S. HANNER 
BRANCH MANAGER 
SQUARE D CO 
OKLAHOMA CITY, OKLA 
Dear Sirs: 

We are interested in obtaining re 
prints of the “Market Planning Guide 
book.” 

W. P 
MARKETING ANALYSIS MANAGER 
NORTHERN ELECTRIC CO 
MONTREAL, QUE. 


BEAZLEY 


e Reprints are available at the fol- 
lowing prices: 1-49, 50¢ each; 50-249, 

500 
tie 


999, 354 each; 1000 and over, 25¢4 


‘ 


15é6 each: 250-499, 40¢ each: 


! 


eacn 





EW welcomes expressions of opin- 
ion from readers. Address all cor- 
respondence to: The Editor, ELEC- 
FRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


MULTIMOUNT LUG 


SINGLE LUG 


TWIN LUG 


SPLICER 


Socket set screws 
furnished as standard 

Hex head screws available 
on all fittings at no extra 
cost. L35 and L170 furnished 
with slotted screw to 
allow tightening 

with screwdriver 


eeeeeeeeeeee 


TERMINAL LUGS AND SPLICERS 


e Quickly Installed—No Special Tools Required 
Highest Quality Materials Throughout 
Rugged, Durable Construction; Compact Design 
Choice of Bolt—Screw, Socket or Hex-head 
Economically Priced 


Available Through Electrical Wholesalers Everywhere 
Write for Latest Lug Bulletin Containing Specifications and Prices 


1525 WOODSON RD., ST. LOUIS 14, MO., WYdown 3-9430 





TIMES and TRENDS 





The Road Back 


The road back to public confidence for the elec- 
trical manufacturing industry now has a clear, simple 
set of directions. The National Electrical Manufac- 
turers Association has adopted a “Statement of Prin- 
ciples” that, if sincerely subscribed to, should help 
its members and possibly others from detouring into 
antitrust violations (page 88). 

Among its seven tenets, the code enunciates the 
obligation to design and manufacture good products 
and to create new products and improve existing 
ones—a condition that all 29 of the convicted com- 
panies met, some with a dedication to quality that is 
a fine example to American industry. 

The heart of the matter, however, is stated em- 
phatically and without equivocation in this guidepost 
for corporate behavior: “To determine independently 
the prices to be charged for its products, and all terms 
and conditions of sale. Any agreement among com- 
petitors, either oral or written, concerning their prices 
Or price poiicies or terms of sale, is a violation of law, 
a violation of this Statement of Principles, and an 


Denver Shows the Way 


The high, clear air of the Rocky Mountains might 
have an influence on the philosophy and practices of 
electrical distributors in the Denver area. At least, 
Associate Editor Bob Bush concedes this possibility 
after a recent trip there. Two of the five stories he 
obtained are featured in this issue. 

One is concerned with facets of the business phil- 
osophy espoused at Central Electric Supply Co. (page 
46). This large independent (55,000-sq ft of floor 
space) maintains a lighting fixture inventory that alone 
would pop the eyes of almost every other electrical 
wholesaler in the country. So strongly do the officials 
of this firm feel about having a limited number of 
lines available in great depth that they estimate their 
drop-shipment percentage is one-third to one-half of 
the industry average. If their stocking practices were 


Finding a Niche 


In “Succeeding in the °60s,” our award-winning 
special report published in April 1960, we noted: 
“Distributors generally have become reconciled to 
the fact that the easy-profit days are over. Rather 
than simply rail, many have decided that the only 
logical course is to improve their position in a market 
in which price will continue to be a dominant factor. 
... The pressure of the ’60s will make it increasingly 
necessary for the distributor to determine the profit- 
able segments of his business and intensify his efforts 
in these directions.” 


act of business immorality. The single exception ts 
a good faith negotiation for an agreement of pur- 
chase or sale.” 

Much of this Statement of Principles can be adopted 
by others than manufacturers. Among the points 
that has universality and immediacy is one that reads 
It is the obligation of each business enterprise 
“to accept as a function and responsibility of manage- 
ment the education of itself and its employees with 
respect to the antitrust laws and to take such steps 
as may be appropriate in each individual case to 
ensure compliance with those laws at all levels and 
to promote an awareness of the responsibilities which 
corporations have as citizens.” 

This is something that should be attended to now. 
Management would be wise to seek out expert legal 
counsel, particularly that specialized in antitrust mat- 
ters, rather than to rely on do-it-yourself methods 
In today’s antitrust climate, absolute circumspection 
in matters of pricing is essential; to do otherwise is 
to invite suspicion. 


universal, we believe that many of the commercial 
problems distributors continually grumble about 
would be minimized 

The other article spells out the selling methods ot 
Richard Over, electric heating specialist for Livran 
Electric Supply Co. (page 34). He believes that it’s 
the little things that add up to success in selling elec 
tric heating equipment. And he proceeds to do a lot 
of them. His interest in what he sells is so strong 
that his home doubles as an electric heating laboratory, 
with thermocouple recorders measuring heat losses 
in several sections. 

Of course, to keep things in balance, we should add 
that distributor sales in the Mountain Region, of 
which Denver is the largest city, have been booming 
almost without letup since World War II. 


One distributor who apparently has found the niche 
in which he can operate successfully is Harwell Dyer 
of Electric Supply of Salinas (Calif.). In a four-page 
article in this issue (page 42), EW’s Pacific Coast 
Editor, Howard Emerson, outlines the methods this 
11-year-old firm has used to build a business in the 
fringe of a highly competitive metropolitan market 
As such, this story furnishes a lesson on local market- 
ing tactics—the kind that other small to medium- 
sized distributors might well employ to offset their 
larger competitors. 


neha. 


Editor 





CLIPPED 
FROM 


WIREMOLD'S 
**ELECTRIC 


Power And "Phone Wirin 


Tele-Power system puts high and low potential wiring 
separate compartments for safe, easy-to-reach installati 


Recognition of the importance of yet keeps each type of u 
having communications wiring eas its own raceway 
ily accessible for maintenance and Thus, at one time, the u 
expansion has led to the growth of given the benefits of a low pot 
a new approach in wiring offices and system that meets the recom 
institutions tions of the telephone co 

The new method, called Tel well as the convenience 
Power, uses surface systems fo! outlet system for | 
power and communications wiring, contr 


Typical helpful information 
from monthly 4-page ad in 
Electrical Construction and 
Maintenance — moves goods 
from distributor shelves. 





All WIREMOLD products are sold 
through electrical distributors — your 
best source for all electrical products. 





Another way Wiremold helps 
direct business to distributors. 
For complete copy of latest 
issue, mail coupon below. 


FSP SS SSS SSS SSS SSS SSS SSS SSSSS SSS SSS SSS SS SSS ee ee | 
WIREMOLD ® Hartford 10, Connecticut 
Please send latest ELECTRIC IDEAS to: 


NAME 





COMPANY 





WiREMOLD* 


HARTFORD 10, CONNECTICUT 


ADDRESS 








~ 
a 


August, 1961—ELECTRICAL WHOLESALING 





TOP OF THE NEWS... and its significance to you 





Graybar Takes On 
Raytheon Line 


TVA Cuts Rate— 
Or Did It? 


Volume Pickup Slow; 
Profits Squeezed 


Canada Investigates 
Identical Bids 


Price Increases Not 
To Rise Above 1% 


Acquisitions Announced 





Graybar Electric Co., Inc. has been appointed a nationwide distributor 
by the Raytheon Co., Distributor Products Div., Westwood, Mass., 
for their complete line of electron tubes, semiconductors, voltage 
regulators, and other electronic components, according to a Graybar 
announcement. 


With the announcement that the Tennessee Valley Authority last 
month had introduced a new fourth rate level, the lowest of all 
(6%4 cents per kwhr), came contentions from private utilities that 
the government power system had “not cut its rates at all.” The 
privately owned utilities contended that the new TVA rate schedule 
has no effect on the wholesale rates that the authority charges its dis- 
tributors. However, the authority maintained the new rate was “A 
retail rate to consumers and in no way affects the wholesale rate at 
which TVA sells electricity to the local distributors in its region.” 
In other developments, the TVA last month filed suit against West- 
inghouse Electric Corp. for $20 million, charging that 16 Westing- 
house turbogenerator units in three TVA plants failed to meet 
contract specifications. 


Electrical wholesalers in nine major marketing areas report that, 
a slow pickup in volume is underway and strong competition is 
putting the squeeze on profits. For full details see HOW’S BUSI 
NESS? (News For the Industry, p.78) 


A preliminary investigation of the manufacture and sale of electrical 
equipment in Canada has been launched by David H. W. Henry, 
director of Investigation and Research. The inquiry results, in part, 
from charges that major producers get together to present uniform 
Or near-uniform tenders (identical bids) on equipment wanted by 
municipalities and public utilities. 


¢ 


Price increases—if they occur at all—will climb no more than 12 %- 
1% by year-end, according to a survey conducted by Purchasing 
Week, McGraw-Hill publication. ““The combination of less than sen- 
sational business recovery, oversupply, and potent foreign competi- 
tion means that buyers will remain in a strong bargaining position,” 
one purchasing agent pointed out. 


Pittsburgh Standard Conduit Co. has purchased the principal assets 
of the Wagner Products Co., Decatur, Ill. The fittings manufacturer 
will operate as a division of Pittsburgh Standard. 

Continental Copper & Steel Industries, Inc., has reached a tentative 
agreement with Silvray Lighting, Inc., for an exchange of Silvray’s 
assets for Continental common stock. After approval, Silvray stock- 
holders will receive one share of Continental common stock for 312 
shares of Silvray stock. 

Newark Electronics Corp. is reportedly considering an acquisition of 
a New York electronics part distributor, which has not been identified. 
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gives fluore 
lamp ballas 


prevents 


REMATURE 
DESTRUCTION 


from: 


® Abnormal Operating Temperatures 


@ Incorrect Voltage Supply 
Excessive Current 


Internal Short Circuiting Only ADVAN-guard", a thermally actuated protective thermo- 
stat sealed in the ballast housing, gives fluorescent lamp ballasts 
Inadequate Lamp Maintenance a “Second Chance.” It automatically “trips-out’ whenever the 

ballast operates at abnormal temperatures from any internal or 

external cause. Unlike other protective devices which permit 
@ ‘Lamp Rectification premature ballast destruction by cutting the ballast out of the 
line only after it has been destroyed, ADVAN-guard® cuts out 
@ 'mproper Fixture Application before heat can cause premature destruction, resets automatical- 
ly when the trouble has been corrected and permits the ballast 
to resume normal operation. Insist on ADVAN-guard® equipped 


Protects against end-of-life hazards 
fluorescent lamp ballasts for safety and longer life. 


... eliminates the need for individual fusing. 


“The Hea rd of the Lighting Yadu dry 





Sask ia Sain 


Mfg. in Canada by: Advance Transformer Co., Ltd. 5780 Pare St. Montreal, Quebec 
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NEW PRODUCTS 





Remote Control System 


Simultaneously controls numerous 
electrical circuits 


One sweep of finger simultaneously 
controls lights, appliances or electrical 
circuits from any desired number of 
remote points in building, maker says. 
Two-level illuminated nameplates 
identify and show which circuits are 
on and off. Switches may be mounted 
either flush with, or on surface of 
any wall. Using 24-v current, one re- 
lay is required to operate each 100/- 
120-v device to be controlled and 
may be placed either near device or 
at remote point. Any number of 
switches may be wired to an individ- 
ual relay, both switches and relay ob- 
taining low-voltage supply from single 
transverter sufficient for operating up 
to 60 switches. @¢ Reiner Industries, 
Los Angeles, Calif. 


Transistors 


Six medium power industrial transis- 
tors added to line 
Designated 2N538, 2N538A, 2N539, 
2N539A, 2N540 and 2N540A, units 
feature maximum dissipation of 30 w 
at base-mounting temperature of 25 
deg C. Each transistor weighs less than 
5 grams and requires only %4-sq in of 
chassis space. Designed for industrial 
power applications. e CBS Electron- 
ics, Danvers, Mass. 


Light Dimmer 


Electronic 
into wallbox 


incandescent unit fits 


Called Dreamliter 600, unit provides 
gradual smooth control of lighting 
intensity from full dark to full bright 
on incandescent circuits up to 600 w. 
Dimmer is size of ordinary switch. 
Unit electronically reduces flow of 
electricity as it dims lights; can be set 
at any level of light, from full off to 
full bright, for any length of time. 
e Electro-Solid Controls, Inc., Minne- 
apolis, Minn. 


14 


Level Control 


Transistorized system designed for 
liquid control 
Transi-level control system is elec- 
tronic medium frequency control 
module which combines tran- 
sistorized circuit mounted on printed 
circuit board. Complete transistorized 
control module is housed in industrial 
type cast aluminum probe unit assem- 
bly. Units available for single phase 
operation on 115 or 230 v, 50, 60 
cycles; 12 and 24-v battery units also 
available. e The Emerson Electric 
Mfg. Co., St. Louis, Mo. 


Static 


Enclosures 
NEMA 12 terminal 


available in six sizes 


enclosures 


with continuous 
weld horizontal brackets 
have and spring locking nuts, 
permitting convenient positioning and 
spacing of vertical straps for easy wir- 
ing of terminal blocks, maker 
Enclosures available in ranging 
from 16 in x 12 in x 6 in to 30 in x 
24 in x 6 in, accommodating from 2 
to 5 vertical straps and providing up 
to 180 terminals in largest box. e The 
Huenefeld Co., Cincinnati, Ohio. 


constructed 
seams 


Units 
slots 


Says 


SIZes 


Junction Box 


New large 
introduced 


size junction box 
Boxes feature 1'2-in conduit feeds 
from corners and adjustable rings 
which can be raised or lowered to 
finished concrete floors without re- 
moval of cover plates. Base is 14 gauge 
galvanized steel and interior partition- 
ing and top sections are cast iron for 
strength and rigidity. Units can be 
furnished with either flush-type lino- 
leum rings or flange-type linoleum 
pans. e Wheatland Electric Products 
Co., Carnegie, Pa. 


Receptacles 


New line features pressure spring 
back wiring 


Eliminating side screws, E-Z wire 
receptacles are said to wire faster and 
easier. User just has to strip wires 
and push them into pressure term! 
To release, user presses down 
with screwdriver. Receptacles 
take from No. 10 to No. 14 wire 
Each terminal permits two 
tions for continuous wiring; 
tacts are double wipe “T” 
Eagle Electric Manufacturing Co., 
Inc., Long Island City, N.Y. 


nals 
in slot 


connec- 
all 


ty pe . 


con- 


Troffers 


Units feature swing mounting 
brackets for easy installation 


New 4%4-in shallow models come in 
2-ft 4-ft width. Other units in 
2-ft l-ft width also 
Swing mounting brackets preset 
for height of ceiling support mem- 
bers. Bracket is tripping 
clip from inside troffer, then hooked 
Final 
adjustment 
trim flush with 
Guth Co., St. 


and 
and available 


are 
released by 


over adjustment ts 
made by 


to draw 


support 
turning 
up troffer 
ceiling. @ Edwin F. 
Louis, Mo. 


Screws 


Conduit 


Steel conduit now available in 
choice of 5 colors 


Color-coded conduit, with MVC-1 
coating is available in all sizes in 
choice of 5 colors, with matching el- 
bows and couplings. Designed to dis- 
tinguish electrical conduit from other 
types of piping, or where color is es- 
sential for other reasons. e National 
Electric Div., H. K. Porter Co., Inc., 
Pittsburgh, Pa. 
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NEW EFCOR BAR HANGERS 


NO 
DISASSEMBLY 
OF STUD! 





Mi elel ¢-m-1°) Gu ae -7:1-. 
IN ONE QUICK STEP! 


CUTS ASSEMBLY TIME Just remove the outlet box knockout, slip box over bar hanger stud, 
tighten with screwdriver, and you're set! No parts to remove and replace. 


Plus these added features for fast, dependable installation! 


EXCLUSIVE LENGTH GAUGE ™, EXCLUSIVE NON-SLIP BAR SECTIONS 


5} Lets you pre-set hanger bar length before Slide easily for proper length setting 
1 installation. but will not fall apart. 





SS HEAVY-DUTY CHANNEL DESIGN 
EXCLUSIVE GRIPPER PRONGS* - Se Special rib-reinforced bar cross-section 


Permanently locks prong into wood. fe | resists bending, twisting— 


takes 20% greater loads. 
*Pat. Applied For 


Available in both stud and no-stud assem 


HEIGHT GAUGE blies. Can be reversed for additional in 


Stallations. Just two bar sizes cover any 


Accommodates most common settings— length from 1114” to 2614”. Also available 
in preassembled box and bar units. SEND 
easily snapped off for other applications. FOR FREE SAMPLE 


ELECTRICAL FITTINGS CORPORATION * 37-50 57th St. » Woodside 77, WN. Y. 
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Combination Starter 


Safety combination unit designed 
for industrial applications 
Available with size O, 1, or 2 con- 
tactors and 30 or 60-amp disconnects. 
Features include third-line overload 
protection, dual control-circuit fusing, 
and extra transformer capacity. Op- 
erator protection is provided by mul- 
tiple-step interlocking design of en- 
closure door latch and disconnect 
switch. e The Clark Controller Co., 
Cleveland, Ohio. 


Splicing Compound 

Said to be highly weather resistant 
insulation compound 
Called Plymprene, tape is 
give maximum protection against oils, 
alkalies and weather extremes. De- 
signed for under any standard 
electrical tapes. Available in 30-ft-by 
%4-in rolls. ¢ Plymouth Rubber Co., 
Canton, Mass. 


said to 


use 


Recessed Fixture 


Suitable for school, 
and commercial uses 


institutional 


Semi-recessed square incandescent fix- 
ture designed for rooms with low 
headroom. Available in 2 body types 
—one for concrete slab ceilings and 
one for lath and plaster or accoustical 
tile ceilings, and 2 types of lens, one 
which provides asymetric light distri- 
bution and a standard lens. Available 
in stainless steel, brass or bronze 
trim. e Morris Kurtzon, Inc., Chi- 
cago, Ill, 
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Portable Heater 


New two-heat push button unit 
introduced 


Push of button is all it takes to select 
high 1320-w heat or low 650-w heat 
in model 340 T, model 341 T—1650 
and 815 w. Unit contains built-in 
safety tipover switch. Separate posi- 
tive “off” position prevents unit from 
ever turning itself on when not in use, 
regardless of temperature, maker 
says. Brown and beige unit is 17-in 
high, 19-in wide, and 11'%-in deep. 
e Markel Electric Products, Inc., Buf- 
falo, N.Y. 


Tubing Benders 


Six sizes of tubing benders have 
been introduced 
Recommended for use with soft or 
hard copper, aluminum and certain 
sizes of stainless steel tubing, 
brass tubing. Benders (model nos. 293 
through 298) will accommodate tub- 


ing of %-in, %4-in, %6-in, %-in, 4 


also 


‘4e-in 
and %2-in, O.D. respectively. @¢ The 
Ridge Tool Co., Elyria, Ohio. 


Lamps 


New series of 3-way and Hi-Lo 2- 
way incandescent lamps introduced 


Features of new multi-level lamps are 
vertical filament construction, which 
is said to provide higher light levels, 
and new tapered base construction 
New axial, or vertical construction in 
cludes “coiled coil” filament. 3-way 
lamp is said to achieve 11% gain in 
light, and Hi-Lo lamp a 12% gain in 
light. e Lighting Div., Sylvania Elec- 
tric Products Inc., Salem, Mass. 


Night Light 
New unit needs no lamp change 
for 21 months, maker says 


Called Fluorescent Nite Light, unit 
when used in average of 10 straight 
hours a day, will light up to 21 months 
before standard 4-w, 6-in fluorescent 
lamp needs to be replaced, manufac- 
turer says. Night light has louvered 
face and can be recessed into wall 
e Day-Brite Lighting, Inc., St. Louis, 
Mo. 


Cord Reels 


New series of industrial duty elec- 
tric cord reels introduced 
Reels available in 2 sizes—No. 925, 
equipped with 20 ft or 25 ft of cord 
and No. 945, with 35-ft or 45-ft of 
cord. Both reels constructed of heavy 
gauge materials. After reel is mount 
ed, lead-in cable may be plugged into 
nearest convenience outlet, and reel 
is ready for use. e Daniel Woodhead 
Co., Chicago, Ill. 


Wall Fixture 


Fixture is said to be insulated, 
non-staining and non-corrosive 


Unit No 
globe that sets off black wall bracket 
Dimensions: 4%-in diameter base; 
standard 3'%4-in globe. Fixture 
is 642-in high, 45s -in wide with a 414 
in projection. Universal 
strap supplied. Recommended for 60 
w lamp. e Union Insulating Co., 
Parkersburg, W. Va. 


180 has ribbed clear glass 


uses 


mounting 


Floodlight 


Unit utilizes new 
iodine lamp 


1,500-w quartz 


Unit is said to give full 22 lumens per 
watt throughout 2,000-hr life. Reflec 
tor gives wide horizontal distribution 
of light with sharp vertical cut-off to 
eliminate excessive spill light. Flood 
light is 14%%-in x 9-in x 6%-in deep 
and weighs 19 lbs. e Appleton Elec- 
tric Co., Chicago, Il. 


Instrument Boxes 


Units adaptable for housing me 
ters, gauges, and instruments 


New series of explosion-proof junction 
boxes with lens covers from GR line 
include copper-free, cast aluminum 
enclosures in eight sizes. All standard 
issemblies supplied with two 
mounting lugs. e Killark Electric 
Manufacturing Co., St. Louis, Mo. 


are 


200-Watt Bulb 


New smaller size bulb is said to 
emit more light 


More compact bulbs deliver 5% more 
light than their predecessors of same 
wattage, manufacturer says. Bulbs 
have been reduced %4 of an inch in 
length and % of an inch in diameter 
Filament position is lengthwise along 
bulb axis. e General Electric Co., 
Cleveland, Ohio. 
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Give off-the-shelf 
delivery of any 
lighting panelboard! 








EVERYTHING EXCEPT BREAKERS IN 
A SINGLE CARTON 


| 








Panel Base 
Enclosure Assembly 


FRANK ADA 


unaccembled 


CIRCUIT BREAKER PANELBOARDS 


With just nine different sizes of factory-packaged enclosures and 


supply of Quicklag circuit breakers you can give immediate service on 

















virtually any single phase 3-wire, or three ph -wir yhting anc 


appliance paneiboard 


Needed are only five enclosure sizes with 50 to 200 amp. main circuit 

QP QUICKLAG breakers and four with 100 or 200 main lugs—having space for present 
CIRCUIT and future needs up to 42 branches. Serve your customers better 

maintain a minimum inventory that turns over much faster—get more 


BREAKERS profit on every invested dollar. 


Tops in dependability One-piece galvanized steel housings, big easier-to-wire gutters, se- 
and safety. Thermal quence bussing, heavily electro silver-plated copper parts, quick adjust- 
magnetic, quick- ment for flush or surface mounting—these are only a few of the top 
make, quick-break sales features in the ‘Industry's Finest.’ Write for cata/og data and prices 
operation. Trip-free 

handle prevents con 

tacts being held 

closed during abnormal overloads or 

shorts. Breaker won't trip on harmless RANK . 

momentary overloads 


Individually packaged, 10 thru 7O amps., DAM ELECTRIC COMPANY 
1, 2 and 3-pole common trip PO BOx N § 
ard 


safety switches 
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1. SELECTIVE DISTRIBUTION 2. TECHNICAL ASSISTANCE 
Selected, authorized distributors On-the-spot technical assist 
will be protected in their specific ance by Rockbestos field engineers 
marketing areas for specialized cable ape ation 


and recommendations 


How Rockbestos’ six point 
is helping distributors 


Top Quality Products 
build customer satisfaction 


Brand recognition is a strong sales advantage. The Rockbestos 
brand is widely recognized throughout industry for the high 
quality and dependability designed into each wire and cable 
product. Easier to sell to begin with, Rockbestos products also 
keep the customer sold...and satisfied customers are profit 
able customers for a distributor 





me ¢ 


3. AGGRESSIVE SALES PROMOTION 4. PROTECTED DISCOUNTS 5. DISTRIBUTOR SALES TRAINING 6. TOP QUALITY PRODUCTS 


Rockbestos is er-aimed a Rockbe s guarantees its aut! W ” 
y direct ma zed distributors full protect 


ess they develor 


sales policy... 
sell more wire and cable 


Rockbestos’ six point sales policy, based on mutual cooperation, 

is proving to be an effective sales stimulus. The six points of this 
successful relationship are selective distribution; technical assistance; 
aggressive sales promotion; protected discounts; distributor 


sales training and top quality products. 


The most important point is the top quality, nationally recognized line 
of wire and cable manufactured by Rockbestos. The quality of the 
Rockbestos line of wire and cable for power, marine, industrial and 
aircraft applications is maintained through rigid test and control 
procedures and modern manufacturing techniques. Our distributors can 
always rely upon the performance of the Rockbestos products they 
sell...and upon their supply. Rockbestos maintains strategically located 


warehouses, backed up by additional reserve stocks at the plant. 


ROCKBESTOS wIrRE & CABLE co. 


DIVISION OF CERRO CORPORATIO 


MAIN OFFICE AND FACTORY: Nicoll and Canner Streets, New Haver Conn 


Asbestos-Varnished Cambric, A/l-Asbestos, Varnished-Cambric, Thermopi/astic and § 





LS Mas ROOKER-LO 
¢' 














It takes skill and pre- 

cision to manufacture 

a switch that has earned 

the high reputation of 

Rocker-Glo. This same skill 

and precision builds the same 

high standards into 3-Wire Ground- 

ing devices. For heavy duty devices 

or residential, the P&S trademark is your 

assurance of top quality, best value in 
every kind of wiring device. 


For information on 
) | 3-Wire Grounding 





write Dept. 











PASS & SEYMOUR, INC. 
SYRACUSE 9, NEW YORK 


60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ill, {n Canada: Renfrew Electric Co., Ltd., Toronto, Ontario 
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New MOE LIGHT round 


PREWIRED NO. M-6000 
UNWIRED NO. M-6001 


What could be simpler? When you use the new 
MOE Light round recessed housing in your lighting 
installation, you simply adjust the socket for the 
desired lamp position and the new housing is ready 
to fit any of 41 trim and glass combinations 
Trims and glass are interchangeable which means 


you can change a lighting effect quickly at little 


recessed housing 


RAILS 
1 (PRIM 
AND 
GLASS 
VARIATIONS 


cost and with no structural or wiring changes. 

The new MOE Light round recessed housing 
comes prewired or unwired. It is easy to mount, 
remove, or adjust, and light output can be varied 
by adjusting reflector and socket. Snap-open covers 
on both sides of outlet box permit fast wiring and 


inspection of pre-wired housing 


And just look at the choice of trim and glass styles! 
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MOE LIGHT DIVISION 


Thomas Industries Inc. 
Dept. AEW Louisville 2, Kentuck 


Please send me more information r 
the new MOE Light round recesse 


LIGHT 
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The difference in 
electrical cable starts 
with a rainmaker 


You can’t predict the weather but you can be sure USS 
Tiger Brand Cable has built-in weather resistance. In 
our research laboratory we create the worst possible 
weather conditions—baking sun alternated with driv- 
ing rain—just to see how much torture a cable can 
stand. A few hours in our weather-ometer is the same 
as years of actual service. After this accelerated ag- 
ing, we thoroughly test all the insulating and jacketing 
materials used in Tiger Brand Cable. We check for 
cable stability, tensile strength, elongation and flexi- 
bility. A microscopic examination checks for crazing 
and cracking. Various chemicals, micro-crystalline 
waxes and other antiozonants are then added to the 


insulating compounds to reduce ozone cutting ar 


increase weather resistance. 

This is just one of the many ways our Research and 
Development Department makes sure the quality of 
USS Tiger Brand Wire and Cable is the best you can 
get. Our research laboratory tests all materials used | 
Tiger Brand products. We experiment with new mate 
rials and methods to make Tiger Brand Wire and Cable 
even better. We have the facilities, right in our labora 
tory, to make all kinds of experimental cables—from 
control cable up to high voltage cable. 

That's why, whatever the job, it pays to specify USS 
Tiger Brand Electrical Wire and Cable. You can’t buy 
better cable. American Steel and Wire, 614 Superior 
Avenue, N.W., Cleveland 13, Ohio. 


USS and Tiger Brand are registered trademarks 


American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francis Pacif 
Tennessee Coal & Iron Division. Fairfield. Alabama. S 


United States Stee! Export Company, Distributors Abroa 





CHASE TAPES 


Call the friendly 
Counterman at your 
nearby Electrical Dis- 
tributor for prompt, 
dependable service on 
every Chase Tape 


order! 


titigedgeauny 


answer every roll call! 


Chase Friction Tape here! Chase Neoprene Splicing Tape 


Chase Rubber Insulating Tape here! Chase Ozone-Resistant Splicing Tape 


Chase Plastic Electrical Tape here! Chase Semi-Conducting Splicing Tape 


ORDER FROM 


David Role Co. 
14 Dietz Road 
Hyde Park, Mass 


Berry-Rochi, Inc 
29-28 41st Avenue 
Long Island City, N. Y 


Thomas P. Harris, Jr 
6037 Bonneau Road 
Richmond 27, Va 


John S. McWhorter, Inc. 
49 N. E. 22nd 
Miami 37, Florida 


Jack L. Grady Co. 
105 E. Gregory Bivd. 
Kansas City, Missouri 


A. W. Schmitz Co 

618 Case Bldg 

82 St. Paul Street 
Rochester 4, New York 


M. J. Pelletier Co 
1015 Third Street, N. 
Minneapolis 1, Minn 


Myers-Aubrey Co 
1624 So. Harvard 
Tulsa 16, Okla. 


H. C. Torrey Associates 
1429 No. First St. 
Phoenix, Arizona 


Precision Insulation Co., Inc. 


2931 Holmes Road 
Houston 21, Texas 


Precision Insulation Co., Inc 
502 Westchester 
Corpus Christi, Texas 


J. F. Postell Co 
17 Dartmouth Road 
Cranfield, N. J 


Magna Products, Inc 
11808 So. Bloomfield Ave 
Sante Fe Springs, Calif 


Magna Products, Inc 
680 7th Street 
Oakland, Calif. 


Gerald D. Harnett 
621 Beaver Drive 
Blue Bell, Pa 


A. J. Noce & Assoc. Inc 
2 Old Clairton Road 
Pittsburgh 36, Pennsylvania 


Arnold J. Young 
15900 Hamilton Ave 
Highland Park 3, Michigan 


N. Hunt Moore & Associates 
3373 Poplar Ave 
Memphis, Tenn 


CHASE & SONS, INC. OFFICES 


Earl L. Jolly 

Chase & Sons, Inc 
24 California St. 
San Francisco, Calif 


Douglas E. Rood 

Chase & Sons, Inc 
6666 Gulf Freeway 
Houston 17, Texas 


CHASE 6& SONS INC. 


26 SPRUCE STREET, NORTH QUINCY, MASS. 


For Corrosion Control of buried pipe, conduit, or cable, specify Chase CORR-PREV Protective Tape Coatings, CORR-PREV Division 
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WEAVER 
y ih 


s:mmore pressure is 
transmitted to 
conductor by using 
an entirely new 
principle for 
hot line 


WEAVER 


clamps 


WEAVER has developed a new type 
Aluminum Hot Line Clamp using the lever 
and fulcrum method for tightening instead 
of the ordinary straight line method. This 
principle eliminates the friction that occurs 
in the bolt-and-slider type of hot line clamp 
when the slider begins to pull up tight 
against the conductor. With the new 
WEAVER Hot Line Clamp, greater pres- 
sure is transmitted to the conductor making 


eyo q\ 


a higher conductivity, lower resistance con- 


nection... with less effort! 


Heavy duty spring assures constant contact pressure Ears seat firm! 


saddle 


Fewer turns are required to open and close the clamp 


Two large grease recesses keep bolt fully lubricated 
won't drip at high temperatures 


Bell-mouthed and machined wire-bearing surfaces 


eliminate danger of damage to conductor 


JA. WEAVER 


August, 1961—ELECTRICAL WHOLESALING 


nstaliat 


Exceptionally 
ength that 
one bolt 


Operates ata 


2110 Howard St. e St. Louis 6, Mo. e GArfieid 1-6336 








PICK A NUMBER FROM 1TO 64 


64 Van Heusen prizes at one wholesale cost to you— 


and they’re all winners! Use them as premiums, 
incentive awards, contest prizes. How to order? Very simple! Your 
winner makes his own choice from Van Heusen’s 16-page men's 
wear catalog in full color. Van Heusen will then drop-ship as little 
as one item within a week. You make no prior commitment, carry 


no inventory. For more information, write: Premium Sales Division: y Ay 
PHILLIPS-VAN HEUSEN CORP. Fae 


417 FIFTH AVENUE, NEW YORK 16, N.Y 
Please note: Van Heusen men’s wear is available to manufacturers as incentives for their salesmen, distributor salesmen and as premiums to retailers 
for buying a specified quantity of merchandise (dealer loader). Our Program does not permit individuals to purchase our men’s wear for personal use. 





*within pennies 
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Ask Your IDEAL Representative About This Money-Making Offer 


new 
crimp 
tool 
FREE 


WITH PURCHASE OF SPECIAL WRAP-CAP® WIRE CONNECTOR PACKAGE 


SUPER LEVERAGE __-____— 


2 CRIMP DIE SIZES _——_ 


RIGHT-ANGLE inpeNts —— 
SWEAR-TYPE CUTTING-—— 
FORGED STEEL TOOL—— 
PLASTIC GRIPS 


TWISTS, CUTS, CRIMPS 
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special offer , 


New Crimp Tool saz 
50 Large Wrap-Caps a, 
300 Small Wrap-Caps o= 


$1553 VALUE 
you pay only...*1172 


CRIMP and WRAP-CAP NOW IN 2 SIZES LARGE and SMALL 


GRIGINAL STEEL SLEEVE 


a 
WRAP-CAP THE UNIQUE -DIAPER-wrap* iy did 
a. 


— | i= 
— 


Actual suze Sphices trom one 218 with 


Actua! size Sphces trom one © 14 with 
one © 14 up te two £10 with two #14 one 16 wp 


to one #6 with two 6 


IDEAL INDUSTRIES, Inc. e Sycamore, Illinois 





Why do your 
contractor customers 
prefer this conduit? 


a) 
wo 
ALUMINUM 
CONDUIT 


ne ee te oe pee not 


et ee ee ee ae 


ecause of its many advantages 
over any other conduit 


Here’s the way Alcoa® aluminum rigid conduit stacks 

up for your important customer, the contractor: 

WEIGHS LESS—-only one-third as much as steel 

CUTS EASILY—and in less time 

BENDS READILY—and with no springback 

COSTS LESS TO INSTALL—competitively priced 
aluminum conduit goes up easier, faster 


Lightweight Alcoa aluminum conduit makes things 
easy, too. It’s easy to unload, move in storage, and 
load. Most important, it’s easier than ever to sell! 


28 


For more facts about Alcoa aluminum rigid con- 
duit, write to Rome Cable Division of Alcoa, Dept. 
17-81, Rome, New York. 

Conforms to ASA C80.5-1960-Rigid Aluminum 
Conduit and Federal Specification WW-C-540a. 


VV aLcoa 
A 





ROME CABLE 


oo F?yvt @t@ wWw 
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BEST VENTILATION 
FROM EVERY ANGLE 
... for the installer and 

the user 


“Aline > 
4 \ 
wy “@» 





Builders look at home ventilation from many angles, and Fasco comes 
out first on every consideration. Fasco units are designed with the 
installer and user in mind—easy and economical to install, rugged and 
dependable for trouble-free service, styled to please. 

With Fasco you get ventilating units at their best. They meet and 
exceed the rigid Home Ventilating Institute standards which guaran- 
tee good ventilation to fit every specific room need. 

From the versatile Model 650-A (most widely used bathroom venti- 
lator in the industry) to the new 800-A (with super-powered 8” im- 
peller for use in most difficult ventilating jobs), this line spells value 
and performance for builder and user. Check it for yourself today. 


Syled to please Designed to Doyo 


: Lin 
Ge ASCO INDUSTRIES, INC., ROCHESTER 2. N. Y. 











4 SPOOLS Pern. peerane 
cH 1000 FT. 


a 


ee 


00 Vv. 





ee 2 8 = © 
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NON-RETURNABLE 
WOOD REELS 





Quick identity labels...easy ship 'n store cartons...always clean cords with 


PARANITE PORTABLE CORDS 


and spot 





Spot the Paranite portable cord you want... 
it in a flash. Every reel, carton and pak now has Serva- 
Pac labels that give you size, type, voltage and quantity 
at a glance. It means positive savings to you in inventory 


Type > 
Two 250° 
2 Paks 
per master 
carton 
Four 250° 
4 Paks 
per master 
carton 








control, error-free assembly of orders and accurate 
identification on the job. And there is a broad line of 





Paranite portable cords in these new easy handling 
cartons that keep the cords clean during storage... 


250’ Coils 


in cartons 


18/4, 16/3-4 
14/2-3-4 
12/2-3-4 


18/4, 16/3-4 
14/2-3-4 
12/2-3-4 


Vulcaprene® neoprene sheathed cords, Vulcan rubber 10/2-3-4 10/2-3-4 


sheathed cords, and Dreadnaught heavy duty cords... 
all UL labeled and all to premium quality standards. 





250’ Non- 
Returnable 
wood reels 











8/2-3-4 8/2-3-4 
6/2-3-4 6/2-3-4 














Since 1890 
PARANITE WIRE & CABLE DIVISION 


PA, " 

ESSEX WIRE CORPORATION, Marion, Indiana gs, 
MANUFACTURING PLANTS: Marion, Ind.; Jonesboro, Ind.; Tiffin, Ohio; Anaheim, Calif. sa 
Sales Offices and Redistribution Warehouses in all Principal Cities Cacre 
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CONTROL UNIT SRC-601-I 
Plate is shown in 
actual size: 44%" x 2%". 


TOROID COILS SR-600-S 
in aluminum box for remote 
surface-mounting. 





mS eleleel a) me shel e)elcie| 


breakthrough! 


stom mitten 
AND ONLY 
WALLBOX-SIZED 
FLUORESCENT 
YAY AYE DIE 





CONTROLS INCANDESCENT, TOO! 


The new ‘‘Hubbell-trol’’ Dimmer is the only dimmer thai 
controls fluorescent from a standard 2” deep wallibox. 


it is the only one that dims fluorescent and incandescent on 
the same circuit. 


it is the only one with a transformer that doesn’t have to be 
buried in the wall at the switch location. 


The ‘“‘Hubbell-trol’”’ 600-watt dimmer is a new kind of 
dimmer .. . a saturable reactor . . . and it offers a combination 
of user-advantages that auto-transformers, silicon rectifiers, 
or rheostats can’t duplicate. One example: it saves more 
than $100 on a 16-lamp fluorescent installation because it 
works with fixtures having low-cost dimmer ballasts 


September trade journals are launching the ‘“Hubbell-trol”’ 
Dimmer to architects, contractors, and users. That gives 
you just enough time to find out more about it yourself. 
Your Hubbell representative can give you the selling facts 


Mite! DIMMER 


HARVEY HUBBELL, INCORPORATED © BRIDGEPORT 2, CONNECTICUT 
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WANT TO BECOME A 


All it takes is $16.75 
and 20 hours of your time 


1. Order these books 


The 20-Hour Electrical Course is aimed at building a basic 
framework of electrical understanding with the minimum possible 
time and money investment. Designed for the individual salesman 
desiring a planned approach toward this end, the course also can 
be adapted by distributor management for a group. 

But a well-rounded understanding of electrical technology is 
only one benefit of taking the course. The real reward comes in the 
application of the acquired knowledge—knowledge that can help a 
salesman become more useful to his customers, knowledge that can 
help him increase his sales and earn more income. 

A final benefit is in the form of the three books, which will serve 
us a ready-reference library. The total cost of the course—$16.75 
is represented by the cost of the three books: “Elementary Applied 
Electricity” ($4.50), “Electrical Equipment Manual’’—second edi- 
tion ($4.50), ‘Electrical Systems Design”’—second edition ($7.75). 
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TECHNICAL EXPERT? 


ut techarea! punch 1m pour selling —tohe this 


20-Hour Electrical Course 


COURSE GRADS 











HOME-STUDY ELECTRICAL COURSE 





ELECTRICAL WHOLESALING Magazine 


ee . - . 
7 f Nn 
C4 


4. Win t 


MAIL THIS COUPON TODAY > 
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INSIDE DISPLAY of electric heating equipment presents a good cross-section of 


products handled at Livran. Here, salesman Over shows features to customer 


I'S the little things that count in 


o 
Versati it Is Ke selling electric heating equipment 
successfully, Livran Electric Sup- 


Co personnel have discovered 


e The firm’s heating specialist, Rich- 

ard C. Over, points out that he con 

For Boosting NNER 5 
in detail to the ultimate potential 

customer everything involved in heat 


be ng a home successfully 
€ ¢ ric rei Very few consumers know much 
about electric heat,” he says. “Most 


have a tendency not only to be afraid 
of trying something new, but also to 
ve a false impression about the 
By Robert S. Bush cost of using this type of heat 
This is exactly why I find it neces 
to do a lot of groundwork with 
the consumer in trying to overcome 
his fears and misconceptions.” 
e Important Function—Because many 
of his contacts are directly with the 
At Livran Electric Supply Co., Denver, heating spe- ultimate user who knows little about 
. . . sfe efe electric heat, Over stresses salesman- 
cialist Richard Over utilizes the knowledge of utility, ship in ii naiaieamebatie nadie. Silas 
leads come from electrical contractors 


manufacturer and insulation personnel to present a oy fom the potential consumer. On 


an initial visit to discuss the possible 


complete electric heating story to the consumer. In 


installation, Over basically is interested 


addition, his personal interest has resulted in his main- '" seeing exactly what the consumer 


wants and needs 

taining a heating "laboratory" in his home. For the most part, the salesman esti 
mates the cost of the operation to the 

P 

customer, himself. This includes cal- 
culating the heat loss of every room 
from blueprints and estimating the 
type and size of equipment to be used 
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rFEAMWORK is 


men Bob Chaney 


for every 
figures, est 
then calcula 
heat 
From these figure 


estimate the annual 


house electrically 

Over stresse 
based on recon 
struction, such 
of insulation, stor 
windows 

Our 
of the 


the customer 


estimates 

operation are honest only 
does wha have rec 
ommended,” the salesm; 


It the 
he will not 


explains 
consumer cheapens the job 
have the good 


would have had if he had taken our 
advice 

e A Follow-up— After the 

mate of the and 
determined 


from the 


contractor 


equipment needed 
the annual 


Over 


operation is 
finds out consumer 
which electrical might be 
involved in the installation. If 


the sale 


none Is 


involved sman will recommend 


several who have attended one of the 


local utility’s electric heating school 


We feel this is good for our com 


pany because it strengthens our 
heating market 
and in the selling market—with the 


says. “In 


posi 
tion in the electric 
contractor Over 
addition, it 
distributor 


electrical 
offset any 


might 


also tends to 


competitors who 
attempt to sell on price alone 
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results he 


e An Assistance—L ivrar 


heating specialist works 
personnel at the ( 
Power Co.. one of 
Denver area. Recently 


department began spon 


requests” for 
about heating 
e Other Aids 


c losely 


h: ve resulted 

In addition to working 

with manufacturers’ salesmen 

in making sales, Over frequently takes 

an insulation with him to 
Because he 


insulation is one of 


specialist 
see a potential customer 
that proper 
the keys to jobs, the 
distributor's salesman explains that a 


teels 
good heating 
combination of his Knowledge of heat 
ing equipment with that of the insula 


CONTINUED 


INSIDE 
effective 


living 





Versatility Is Key (cont.) 








GOLD MEDALLION plaque is awarded Over by H. J. Williams (left), Colorado 


Central Power 


Recording instruments were installed by Over to assist in future sales 
































his 





SYMBOL representing electric heat was designed by the Colo 
rado Central Power Co., with the assistance of Over. This 
design is used on all advertising, promotion and _ technical 
courses presented by the utility. Livran’s heating specialist 
works closely with the utility’s personnel in promoting heat. 


tion expert will result in a complete 
and detailed story presented to the 
prospective customer. 

“The more you czn explain about 
electric heat to the consumer, the more 
you are looked upon as an expert,” 
Over explains. “You not only be- 
come an expert, but if there are sev- 
eral specialists who explain all facets 
of electric heat to the consumer, the 
chances of a sale also increase.” 

As another aid to selling electric 

heat, Livran Electric personnel main 
tain a large electric heaging display 
in the lighting showroom. This dis 
play is a good resemblance of all 
the products and lines handled by the 
distributor. 
e Back-up Aid—To assist Over, Bob 
Chaney, an inside man, also specializes 
in electric heat. If the outside sales 
man is not available to answer ques- 
tions about the product, Chaney can 
readily provide the answers 

“This makes for a good combina 

tion,” Over explains. “Through co 
ordination and cooperation of the in 
side and outside team, we are able 
to serve and sell the customer more 
easily and efficiently.” 
e A Personal Interest When it 
comes to living better electrically, Over 
can speak authoritatively. Not only 
is his mountain-top home heated elec 
trically, but it also is an electric heating 
laboratory, in a sense 

For instance, the salesman has in- 
stalled three thermocouple recorders 
in his house. One records the outside 
temperature, and the other two record 
heat losses in test sections of his 
home, where different types of insula 
tion material are used 

All of the information derived from 
these readings can be put to use tech- 
nically and practically in making rec 
ommendations to the electrical con- 
tractor and the consumer for a specific 
heating job 

One interesting sidelight about 
Over’s all-electric home is his all-elec 
tric nursery. Here, the salesman has 
installed dimmers, heat lamps and 
even a vibrator in the crib to put the 
baby to sleep. 

e Honesty Necessary—tIn also work- 
ing closely with the second utility 
the Public Service Co.—Over believes 
that the utilities will accept electric 
heating at an increasing rate as the 
public knows more about it and ac- 
cepts it. 

“It's an uphill fight; you’ve got to 
spend a lot of time attempting to sell 
this new _ product,” he continues 
‘We're overcoming much resistance by 
not only having adequate stocks, but 
also honest selling. We want to be- 
come known as heating experts. If we 
don’t sell the product honestly, we will 
sell it right down the river. We don’t 
intend to do that.” 
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SALES clique of (¢ B. Miller and 
Felix Leeton, Allis-Chalmers Mfg. Co., 
sold 3 banks of 500 KVA transformers 
for Kingsport Press substation. Contacts 
were electrical engineer, William Stokes 
(cent_r) and assistant, Clyde Johnson (r.) 


USINESS SLUMPS or no, 
Wholesale Electric Inc., has 
pulled all the stoppers out in 

the past three years and realized a 
business growth of 20- to 25% 

By mixing a potent combination 
of new house (1958); better service; 
promotion; entertainment, and a 
speaking and selling course for every- 
one in the firm, the Kingsport, Tenn 
distributor was able to take advantage 
of Kingsport’s growing economy 

According to G. P. Marshall, the 
general manager of the firm, there 
ere three other reasons for the sales 
boost. The first is the company’s 
emphasis on quality instead of price; 
the second is frequent use of manu- 
facturer’s men to back up Wholesale 
Electric’s own well-trained sales per- 
sonnel; the third is C. B. Miller, sales 
manager and vice pres‘dent, who calls 
himself a “working sales manager 
He spends three days a week covering 
a sales territory with a 65-70 mile ra 
dius around Kingsport. He concen 
rates on selling, backing up salesmen 
and trying to make regular visits on 
architects 
e A Necessity—Miller, once a fore 
man for an electrical contractor, has 
26 years of selling experience in the 
electrical distributing field. He calls 
on industrials, contractors and dealers 
and is capable of doing lighting lay 
outs for industrial and commercial in 
stallations. In addition, he provides 
when necessary, layout service for 
electrical and house wiring contrac 
tors 

As far as being a “working sales 
manager,” Miller feels that it is essen 
he 
able to understand the problems that 
face his salesmen in the field, so he is 
able to back them up with insight and 
efficiency—in addition to spreading 
good will 
e Philosophy—In the quarter of a 
century Miller has been calling on cus- 
tomers, he has formed a strong sell 


tial because a sales manager must 


ing philosophy, followed not only by 
his salesmen, but also built around 
Wholesale Electric’s entire operation 

The philosophy comprises three 
traditional points 

1. Get the confidence of the cus- 
tomer; 

2. Know your products; 


COFFEE klatsch at Wholesale Electric's 
counter is attended by Marshall (left) 
William Stokes and Miller. Meetings like 
these lead to sales like the above picture 


SERVICE: < 


Their Reason 
For Growth 


Promotion, a new house, a public speaking course and 
service are the primers that are setting off more sales 


for Wholesale Electric, Inc. in Kingsport, Tenn. 





CONFERRING 
Miller 


Press 


Stokes 


iob 


with 


discusses lighting 


Order amounted to 1,4¢ 


Their Reason for Growth 


(cont). 





Service Is 


3. Provide the 
e Win Confidence—* The 
to win confidence Mille 
I'll make no r 


stomers 


best service; 
ONC 
Savs 
be truthful 

ses to the Cl 
whatever | 

might 


think would do a better 


promise C i 
another product that 


This hi: 


done more than anything to help con 


suggest 


job 


tractors and nine out of ten times the 
contractors who have had this experi- 
ence with me will buy what I recom- 
mend 


My object” 


the contractor to 


Sayvs Miller, ! 

the whe! 
not only order me, 
Wholesale 
because 
thing, | 


we 


point 


will from but 


from Electric’s counter, 
needs some 


there. Be 


building 


too, when he 


wont always be 
have a 
pl ud of 
oO drop in and see the 
Matter of fact 
salesman’s cus 
pick t 


on tl 


brand new 
> re and we like con 
tractors t mod 
ern facilities we have 
Miller, 


does 


“when a 
in 


Says 


tomer come to the 


who 


Ip, 


salesman calls le customer 
will take him through the warehouse 
BI here 

e Know Your Products—' Selling 


has changed a great deal,” says Miller 


he’s t 


38 


h 


MEANY 


t ol 


al 
H 


electrical 


le Johnson 


Kin 


$40,000 


commerce 


sport s accounts 


job with 


( 


ind industria 


| 
ack 


\ 
rs make 
ins for 


Miller in 


contr 
I pending 


Kingspo 


cusses pl 


Getting Back Its Meaning’ 


know 
than ¢ 


These davs you have to more 


trical 
and there 


de V ek 


about 
he 


elec products vel 


are floods of them 
all t The 
has to know how to 
the 


tell a man all 


lore 


being yped he time 


lecm 
uesma 


he 


n not only 
sell ft sizzle I has to sell 
steak, If 
ibout the products you are 
make 
According to 
to 
wholesaling 


1 


too you cant 


selling 
you won't | og 


Mar 


mean a whole 


e Service shall, 
, is beginning 


the 
quality 


busi- 
It’s 


bus! 


in 


iS of products 
the 
ness growth.” 


Marshall says that Wholesale Elec 


tric p 


strongest point in our 


rovided the opportunity for all 
ke the Dale Carnegie 
course to learn and to speak and sell 


tter. “It helped 90% 


employees to ta 


weler 


| 


nie 


of our people 
Savs 
Miller 
everything 
terial if a 


adds salesmen will do 


to 


needs it 


“our 


in their ma 


addi 


all our salesmen are lighting 


power get 


custome! In 
tion, en 


gineers, capable of providing layout 
service—this gets us in on the ground 
ot many 
‘Salesmen and 


a list of discontinued and obsolete 


} r } 
foo! jODS 


! 
also 


warehousemen 


get 


ms onee eve»’ry 


them 
counter 


ite quarter! 
the field 
warehouse 
in to pick 


job 


push in 


area OF 
rs come 
Or a current 


Mars! 


Electric’s new 


e Expanded Facilities 
that Wholesale 


panded facilities have made 


f for the 


the 


put 


its 


service much easier 


more meaning into 
customers 

The warehouse is 
that they 
10 straight to the counter are 
to the 


they want 


firm’s 
contractors, if don't 
waited on, 
look for 

hand, 
g0 to the counter 


can W 
what 


many 


ZO 
nd 
other customers 
order SI 1 

while they 
to be filled 
quips that 
know 


have coffee 
the order 
Marshall 


firms 


for 
many 
customers where 
in the 
than we do. In addition, they 
i lot extras that they 
have ordered at the counter 
Pilferage losses? “None, a 
shall. “It’s all part of confidence. They 
trust we trust them. To my mind 
it’s the best way of doing business 


bette! 
pick 


would 


are located warehouse 


ot not 


vs Mar 


us, 


ELECTRICAL WHOLESALING—August, 1961 





Lr) 


CHROMALOX GAN HEAT THIS HOME ELECTRICALLY 





FOR ONLY 11 A MONT 
| WHOLESALE ELECTRIC, INC. © scsi." 


PROMOTION s 
i vt , 





BIG factor in Wholesale 
is layout service that 


Miller and his outside 








INSIDE man Ear! (Jiggs 
ing dept. salesman and 


. also does lighting 


' 
; 
! 
} 
' 
. 


“4 


WAREHOUSE = foreman Thomas ¢ 

Wine, Jr., helps out contractor-customer 
in the warehouse. Electrical contractor 

are permitted to wander about and 
service themselves 








INSIDE Delevan Gorke’s new warehouse (in the process of contractor Nick Canestrari, Amato Electric Co. Ladouceur 
being remodeled) Ladouceur (right) talks electric heat with says contractors are warming up to EH fast 


How A Warehouse Manager 
Sells Up Electric Heat 


Mike" Ladouceur, warehouse manager for Delavan G sien HED in between calling 
signals for his warehouse team 
Gorke Electric & Supply Co., Syracuse, N.Y., has sold 20 R. C. “Mike” Ladouceur, ware- 
house manager for Delevan Gorke 
residential electric heating jobs in four months—two of Electric & Supply Co., Inc., Syracuse, 
F é N.Y., manages to leave his inside post 

them were supplementary heating, the rest in new homes. and sell residential clectric heating 
Ladouceur has sold 20 electric heat 

ing installations in the past four 
months. Only two of these were for 
supplementary heat. All the rest were 

new homes 

e How It Started—Ladouceur be 
came interested in electric heat 9 

years ago when he was a counterman 

“I attended a sales meeting on elec 
tric heat and became interested,” says 
Ladouceur. “A short time later I took 
a call at the counter. It was an in- 
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quiry about electric heat. I relayed it 
to a salesman and asked if I could 
accompany him and the factory man 
to learn a little more. I went along, 
I likee it and,” he quips, “now 
it’s my baby.” 
e Selling Philosophy Ladouceur 
sums up his mild mannered selling 
philosophy in seven words: “a little 
sugar goes further than salt.” By this 
he means that his first objective is to 
put the customer at ease and not on 
his guard so his confidence can be 
won 

“High salesmanship 
create ill will against you and implant 
a feeling of mistrust against you in 
the homeowner's mind,” says the 
Syracuse warehouse manager 

“When you gain confidence, it’s a 
much easier job to tell him about the 
advantages of electric heat—providing 
adequate insulation is put in.” 

Ladouceur says that from the begin- 
ning of the sale to the end you have 
and know 


custome! 


pressure can 


to be a straight shooter 

what you're doing. “If the 
back an electric bill that makes 
his hair curl—after all your layout 


work has been done and the estimates 


gets 


given, you'll have some tall explain- 
ing to do. One 
a thousand good ones 


not only 


bad job can negate 
A bad job can 
home owners 


and potential home owners on electric 


sour a lot of 
heat, it can also discourage the elec 
trical contractor 
e Working With Contractor—|! 

electrical contractor digs up the lead 
says I 


too 


chances of 
ing that particular electric heat job are 
better What the contractor 


will do, he lead 


wdouceur, your 


than 50 
explains, is pass the 
Electric sales 


will 


on to a Delavan Gorke 


man and the salesman bring the 
lead into him 


Ladouceur then sets up a meeting 
the contractor and 
Before 
customer 


that 


with the customer 
himself at 


any selling is done, the 


an appointed time 
must 


agree to the rules 


proper insulation 


and means 


I won't cut the price 
and get the full profit 


I sell quality 
I have nothing 
to do with the contractor's price and 
I am not interested 
e “A Job to Figure’ 


says he checks with new homes going 


savs Ladouceur 
‘ 


Ladouceur 


up or new home tracts being planned 
plan 
heat and if 


they 


He asks contractors if thev are 
electric 


ning to install any 


they are not, asks them if know 


any contractors who are 
Other leads come from the contrac 
They'll into 
our office,” says Ladoucer, “telling us 
that they have jobs to figure 

“More and more 
selling the idea of electric heat, 
Ladouceur. “That's 
them are becoming interested in it 


tors themselves come 


contractors are 
Says 


because more of 
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To intensify this interest we are plan- 
ning electrical contractor electric heat- 
ing educational meetings. This'll cut 
down on the number of layouts I have 
to do and teach the contractor about 
proper insulation.” 

Ladouceur is also planning on in 
structing his firm’s salesmen and coun- 
termen in selling electric heat 
e Customer Referral—When a 
tomer calls with an inquiry about elec 
tric heat—usually from an advertise 
ment—Ladouceur will lay out the job, 
give his and recommend 
Then he'll give the 
customer a list of reliable contractors 
This list can be obtained from the 
local utility which has a list of 
tractors registered with the Adequate 
Wiring Bureau 
e Other Aids—‘The utility 
very important in selling the idea of 


Cus 


estimates 
proper insulation 


con- 


can be 


UTILITY men 
ing electric heat 
is an excellent trouble shooter 


like Bob 
tlis the 


because he se 


McIntyre (seated 


idea 


electric heat for the distributor and in 
doing any trouble shooting you ma) 
need. They rotate distributor displays 
for consumers in electric heat and di- 
rect inquiries if they are looking for 
a particular EH brand that one or a 


of distributors carry, says 


number 
|Ladouceur 

They 
if they know you are on a particular 
iob. When the job is shipped we co- 
operate with them by giving them the 


. ? > 
can also be very cooperative 


total kw on the job, so they know the 
load they transformer! 
in a particular area.” 

Other ingredients that help Ladou- 


will have on a 


~ 


ceur (1) back-up stock; (2) 
advertising in Medallion Homes; (3) 
direct mailings; (4) board 
plays in the counter area; (5) litera- 


sell are 


peg dis- 
ture hand-outs; (6) stamped literature 


in utility displays 


can factor in sell 


oO the public Also Ladouceur 


be - important 


t says he 


when vou need him 





By making it "awfully easy to buy 
from Electric Supply of Salinas," 
Harwell Dyer has learned... . 


How to 
Profit 


On the 


Fringe 


By Howard J. Emerson 


COUNTER THAT SELLS is key ‘spot for Electric Supply 


ea that includes display room. Although it competes with 


rancisco-Oakland-San Jose distributors through visiting salesmen 


I 
I is t nly i et trical supplies for contractor 


dj E MAKE IT awfully easy for ther ily if a regular contractor he points out—too high or too low 
contractors to deal with us, istomer asks for a bid does Dyer On very large orders, the big 
says Harwell Dyer, proprietor nter the picture. And usually he houses will go down to a very 
of Electric Supply of Salinas (Calif.) to n't get the order. This is a situa usually unrealistic price; on 
explain how that | 1-year old firm ha n in which competition from San mall order, they read from the book 
built its yearly volume to about the rancisc kland has the edge and and that’s equally unrealistic to the 
$1 million level in a market cover Dyer knows it. The little profit, com contractors. ESS is in between, some 
regularly by the salesmen of in yal , on those big jobs would’ where between first and end column 
Francisco-Oakland-San Jose dist pay he upset to Dyer’s organ-_ It prices not according to the size of 
tors. including national and re iZation i tf! jeopardy in. which in order but in view of the value of 
chains and giant independents t would pl: > ability > small the contractor customer to ESS, Dyer 
But there’s more to Electric Su sta ep up the itractor sel States 
of Salinas getting this volume than i perati it | , | ESS customers know they will be 
being there while the other distril nstead of the big , ESS con treated fairly, says Dyer, so it is rare 
tors’ houses are 50 to 100 miles away , the needs of hundreds _ that they ask for lower prices or bring 
With one outside salesman plus him- ( smi -ontractors, qualified indus in comparative quotes 
self, and two men doubling on coun ials and retailers in its four county e 3. Service Instead of Price—Elec 
ter and telephone sales inside, Dyer ar Evidence of this concentration — tric Supply of Salinas has made a very 
Is getting a turnover of about six seen in the size of the average in simple and relatively inexpensive de- 
times On an inventory § averaging V $40. The average contrac- livery system one of its most effective 
$170,000 because ot his attention nvolk bigger S60 to S30 competitive sales forces. In a market 
to these eight points that he has ) rders from hardware where the San_ Francisco-Oakland 
found profitable in building a volume and farm supply stores bring down chain houses and independents de- 
in electrical supplies and equipment in all average, says Dyer liver overnight by common carrier, 
the fringe of a metropolitan market Fair Pricing—To fit profitably ESS makes daily delivery with a Fal- 
e 1. Selective Selling—Electric Supply into its niche in the electric supplies con Van 
of Salinas has neither the time nor the d.stributing industry, that of servicing All orders phoned to ESS by | p.m 
personnel to spare for a steady diet o the small city and rural contractors each day are delivered that day to 
“big bids.” When the large industria] and retailers, ESS has had to reach a customers in the Monterey Peninsula 
or government projects come along, compromise pricing policy. Dyers area, 20-30 miles away. Orders from 


ESS doesn’t seek a chance to bid on competition normally has two prices, customers in the Watsonville-St. Cruz 
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SPECIALTY 


DAILY de 


\ 


iced I 
that mornings 
deliveries ini 
dav, using a stake-body truck 

ihe same Falcon Van 
both the Monterey 


Watsonville-St. Cruz 


driver. One 


is used 
Peninsula and 
runs, but not 


man spends 


‘At mort 
another man 
s for Monterey is ready 
1 the van fc n when 
comes in at m 
Iwo added ESS's 


' 4 . | 
proved val 


are: (1) Deliver 


'y iw 


npetitively 
» can be arranged b 
tractor when he phones 
Dyer says that on 


y the con 
in the order 


one run his van 
may 


deliver to four or five job sit 


of one contractor customer 
consideration 
when he 


his 


a Vv il 
ua'sle to the contractor 
is deciding where to place 
orders for electrical supplies 


number, toll 


2) 


A direct 


dialing 
from the 


free 
Monterey Peninsula area to 


Electric Supply of Salinas has proven 
CONTINUED 
August, 
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to Profit on the Fringe (cont.) 





more valuable than the normal pro- 
vision for collect calls, Dyer explains 
Contractors who need information 
hesitate to call collect. Instead, they'll 
wait until a salesman calls. With the 
chance to dial direct they just pick 
up the phone and call ESS and 
with the information they they 
are often then ready to go ahead with 
an order, and ESS is right on the 
phone ready to take it. 

e 4. Inventory Is a Service The 
availability of special buys from sup- 
pliers doesn’t govern the balance, 
breadth or length of stock in the ware- 
house of Electric Supply of Salinas 
It couldn't fit special buys or large 
lots into its simplified merchandising 
set-up, and it makes no attempt to 
compete with the salesmen of out- 
distributors who come into the 
with “specials.” 

Instead, Dyer keys his stock to the 
need to supply immediate delivery on 
most of the goods his contractors use 
Because he can’t economically make 
a same day pickup from manufac- 


need 


side 
area 


aa 


pe 
oes 


pte SE lt alien Silt oe 


._a 


BREADTH OF LINES helps ESS get 


shows only a small part of the 


turers’ warehouse stocks in San Fran- 
cisco, he carries many products much 
broader than the big city wholesalers 
For example, ESS carries every model 
in most of its electric heat lines 
in one, Wesix, ESS believes it has the 
broadest stock of any distributor in 
Northern California. It carries, too, 
a complete line of Transite, of alumi 
num, sherardized and galvanized con- 
duit. And, to its profit, Dyer, it 
stocks a full line of in electric 
water heaters. 
e 5. The Counter Counts Along 
with the industry trend, Electric Sup- 
ply of Salinas is giving considerable 
attention to its counter area. But this 
distributing firm has more than the 
average reason. 
Displays in the 


Says 


S$1Zes 


counter area at 
ESS are more valuable than _ they 
would be to the distributor in a larger 
city. ESS is the only electric supply 
distributor house a contractor or his 
men can visit without leaving the mar- 
ket area. Therefore, the exposure of 
products by the counter puts ESS 


business in a fringe 
firm’s electric 


“am oe 


~iwsere esp eaes 


= 
: 
Cat 


marketing area. Above 


heat stock 


one-up on the distributors who must 
show their products in_ that 
through catalog sheets or occasional 
samples. Photographs show how Dyer 
has arranged his counter area for ef- 
fective merchandising without hurting 
its efficiency. 

Counter important to 
watch, says Dyer, in an operation like 
ESS. Any attempt at setting up a 
form of self-service would be im- 
practical, he points out. Contractors 
their men to get in and out as 
fast as possible, and that means mak- 
ing experienced countermen available 
to handle the orders. And it means 
making all on the staff available to 
pitch in when a peak flow overloads 
the man normally handling the coun- 
ter. 


The 


area 


service 1S 


want 


ESS is open to 
any customer, however, if they have 
the time and inclination to browse 
[This happens usually when a contrac- 
tor principal comes in, maybe for the 
first time in a month or so, and wants 
to see what is new, says Dyer. 


warehouse at 
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LOW COST reordering system at 
Electric Supply of Salinas is set of 
these “want pads 
used by warehousemen to 
when stock is getting low 


list™ scratch 


note 


MORE KNOWLEDGE is 
by men who work for a distributor 
serving fringes of a metropolitan 
city, ESS’s Dyer Manufac 
turers have no local representatives 
to help distributor on 
lems. Therefore, as General 
ager Bob Allen 
personnel listen 
men like Thermador’s 


dith arrive on a regular 


needed 


Savs 


rush prob 
Man 
doing 
when 
Mere 


(right) is 
attentively 
Ross 


call 


e 6. Efficiency Makes It Profitable 
You can’t operate a concern like ESS 
by the book, Dyer contends. He ad 
mits to many practices that he feels 
would bring mostly frowns if he de 
scribed them at the next NAED meet 
ing he attends. But for Electric Sup 
ply of Salinas, they work toward giv 
ing the house a_ better 
profits from its operation 
For example, there is no inventory 
control system as such at ESS. About 
every years the firm takes a 
physical inventory. Spotted through 
out the warehouse are scratch pads 
labeled “want When a 
houseman notices that any particular 
item is running low he notes it on the 
pad. Each week, manager 
Don Allen checks these pads before 
placing the firm’s orders. Dyer has 
found no reason to add the expense 
of any further control stock 
Invoices for regular customers are 
kept “open end.” An invoice is started 
at the beginning of the billing period 
with the first order. It is kept at the 


chance at 


two 


list.” ware 


general 


over 
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end of 


the 


wh > ' ' ‘ 1! 
phoned in for wil all 


chase, 
r 
added invoice with 
purchase order number 
es for the wth are extended and 
idded on the 
billed with one of its four 
e 7. Credit Is No Concern 
had of $121 


months 


mot 


Original invoice and 
copies 

ESS had 
| f the first 


That, Dver 
would 


t 
debts for SIX 


of 196]! feels 


is a lot less than it have cost 


belong to a 
ESS 
no formal credit check on customers 
knows every hi 

by their first 
to his judgement of their cr 
New 
tors from outside the area 
to $50 worth ol 


credit 


the company to 


bureau or other agency makes 


Dver one of 
mers names 

edit stand- 
accounts, mostly 


ing contrac 


can get up 
goods at the counter 
on their first visit merely by indenti 
contractors. For 
may ask for ref 
erences and make a couple of phone 
the contractor’s home 


tying themselves as 


further orders, Dyet 


calls to city 


e 8. Salesmen Don't Ask for Orders 


By house policy at Electric 
of Salinas, neither 
Dver 


is allowed to ask 


t > 
OULS de 


the 


man nor when he ts in 


for an 


lend 


relationship that 


itself to distributor-c 


produces the day-to-day business 


Dyer 


customers and prospects to offer 


ead and his salesman 


ice, to show newly issued produc 


design changes, to leave the 


' 
oroduct literature, and to make 
the 


industrials. By 


selves generally available to 


tractors and 


} ‘ | 
+\ | 
y Ol 


ready witl service 
through on orders, requests o1 
plaints, the salesman wins the 
the the 
and confidence 


customer and 
that 

be extended to the 
In that 
much 


dence of 
pects 
firm, says 
Situation it doesn't 
that the salesmen of 12 
distributors are working the 
territory covered by ESS 


1 


} 1 nm > 1 
yuilds confidence and 


his type of distributor must hav 


matte! 


’ 
Supply 


Saies 


order 


s not dignified to ask, and it d 


oesn I 


istomer 


ind 
th it 
e. In 

Visit 


seryv- 


ts and 


1 
atest 


then 


> con 


being 
owing 
com 
conti 
pros 
will 
Dyer 
too 
other 


same 





% -. 


Partial warehouse view of lighting fixtures. 


‘ 


Warehouse 


Inventory 


Proves That... Drop Shipments 


di UR business is built on many 
things, and inventory is one 
of the most important.” This 

is the opinion at Central Electric 

' *| . Supply, Denver 
That s the phiiosophy—and policy—at ; he large available stock of supplies 
in the firm’s 55,000-sq ft building 


Central Electric Supply Co. in Denver. To 
points up the fact that officials do not 


believe in drop shipments as the best 


give the customer immediate delivery, a 


service to the customer. As the sales 


complete stock is maintained always in the manager says, “We not only believe 


in giving the customer what he wants 

55,000-sq ft building, even though a fac- when he wants it, but we back up 

' this belief by having available a large 

tory s warehouse may be near. enough stock to handle almost any 
job, even in emergencies.” 

e The Proof—tThis policy is not just 

lip service with Central. Some time 


ago, a county school board was 
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werree ZONAMATIC 


Area Delivery System Works... 






































ZONE 1 ZONE 2 


2 Deliveries a day P.M. EVERYDAY DELIVERY 
Monday thru Friday Monday thru Friday 


¢ 


t ti ¢ same ta 
ed by 00 PM A 
e next ‘ 

So that ALL our customers get the full benefit 


of Zonamatic service, there can be no rush deliveries 
Phone in EMERGENCY ORDER 
Central Elect 2 k Service ¢ 


or use Our convenient after-hours 


o week pickup service 











Customers can choose their own delivery zones. 


Do Not Increase Profits 


faced with an emergency situation 3. Salesmanship. 
when one of the schools was destroyed 4. Top service. 
by fire. After moving the location of For tl t 
the school to a temporarily converted 
warehouse, schoo! officials called Cen 
tral Electric to see how long it would 
take to obtain more than 200 lighting 
fixtures for installation in the ware 
house 
Central explained that they could 
make delivery the following day and n similiar mani nd ost ~licies with action 
Effect \ 


immediate delivery was influential in’ lines are carried co te c Definite 
getting the order for Central at the t let 
time and subsequently ; ‘ 
e An Important Key—Central stresses of lines 
that the way to profits encompasses With cor 
four factors 

1. Adequate stock. crease OUI \ 

2. Product knowledge. n iddition, the 
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Drop Shipments (cont.) 





ENGINEERS and architects are 
important contacts in Central's 
sales program. Here, Donald J 
Abseck (left) shows lighting cata 
John A Carlen, chief elec 
trical engineer, Harmon & Beckett 
Inc., and Associates 


log to 


LARGE inventory enables Central 
to sell more selectively. Because 
of this, Abseck, architectural light 
ing consultant not sell, but 
spends all of his time assisting and 
showing products to architects and 
engineers in an effort to get his 
products specified, 


does 


rials, the likely 
to buy from us,” he 
Next, he that the bid 
has increased also. He 
out that although price is important 
on bid jobs, there is a definite advan- 
the stock is on hand for im- 
delivery whenever the 
tomer needs the materials 
e Delivery Policy—A large inventory 
plus a new system for delivery adds 
up to excellent customer service, Cen- 
tral officials state. The delivery 
system for the Denver area was in- 
itiated so that all the firm’s customers 
could get the full benefit of good de- 
livery F 


customer 1s more 
continues 
says busi- 


ness points 


tage if 


mediate cus- 


new 


Basically, the area is divided into 
two zones. Two daily deliveries are 
made in Zone I. In this case, deliveries 


48 


A Large Inventory Provides 





are made the same day if orders are 
placed before 10 a.m. Orders received 
by 3 p.m. will be delivered before 
noon the following day 

For deliveries made in Zone 2, 
same day service is guaranteed if or- 
ders are placed before 10 a.m. After 
this deliveries will be made the 
following day. Zone 2 includes the 
areas surrounding the city limits of 
Denver. 

In effect, there are no 
deliveries at Central Electric. All cus- 
tomers know exactly when they 
can expect to receive their materials. 
Emergency orders can be placed, but 
have to be picked up by the customer 
In addition, 24-hour pickup service is 
maintained through the use of after- 
hour lockers 


time, 


more rush 


now 








S th it 


improved — service 


e An Improvement—C entral say 
the system has 
tremendously 
“We created a 
organization by 


monster within the 
promising fast 
immediate thes 

‘When the customer made the request 
for immediate delivery. our salesmen 
tried to see that this was carried out 


and 


deliveries,” State 


However, these promises could not 


always be kept. Everyone inside was 
unhappy, and the customer was upset 

“It's one thing to have available all 
types of vehicles to make fast deliv 
eries, and another to realize the ex 
pense involved in such a procedure 
Our present system not only is good, 
but we have found that we have lost 
little or no business from the change.” 
e A Specialization—A 


large inven 
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Opportunities for More Selective Business 


QUICK SERVICE 
After-hour lockers 
At right, sign at 


customer that Central 


sign s 
(above) 


entrance to 


to counter 


pick-up 


reminder to 


above entrance 


enable immediate 
counter is a 


provides 24-hour service 





tory has allowed Central Electric to 
go after the more selective business. 
This, in turn, has been of benefit to 
the salesmen 

With commercial lighting, for in 
stance, the firm maintains an archi 
tectural lighting consultant who works 
only with and engineers 
This consultant does not but 
attempts to get the distributor's ma 
terials specified or approved. In ad 
dition, with archi 
tects and engineers on the layout ot 
the lighting portion of blueprints, it 
they so request 

This program has worked so well 
that now, many of 
call on Central to ask what type of 
lighting materials to specify 
e No Advantages-—According to in- 


architects 
sell, 


he also will work 


contacts 


these 
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dustry figures, the sales manager says 
that Central's drop shipments are from 
a third to a half of those of the aver- 
age distributor 

[here are no advantages at all in 
drop shipments,” he states. “In the 
drop shipping, the dis 
tributor does everything he normally 
would do with the exception of actu 
ally stocking and shipping the material 


process olf 


He still is involved in the paperwork 
the the 
that costs money 
“It's not only costly, but the mar 
gin of profit is often not worth it. In 
the = distributor 
guarantee that the customer will get 
the materials on time.’ 
Central Electric is 
western Denver and 


credit and order processing 


addition, cannot 


the 


over 


located in 


section of 


Rockies 


] ‘ 
crose lo 


ooks three 
Main 
the 


ing, which mal 


highways 
distributor's 
the custome! 

In maintaining 
udequate stock I 


all times, Central 
have been able t 
margin of profit 

For to the ct 


stock items even though the man 


the best service istome! 
thes 
short 


ufacturer’s warehouse may be 


distance awa\ 
In the past 
Central 


Even with this growth in warehousing 


seven Vears warehouse 


space al has been doubled 
turnovers have remained high, which 
point the 


service Central is giving its customers 


officials out, emphasizes 
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Selling Country Contractors 


Outside salesman, Harold 
Duncan, Braid Electric 
Co., Nashville, Tenn., has 

a "friendliness first" 
approach to selling indus- 
trial contractors in the 
areas outside Nashville. 
He has 50 accounts, travels 
600 miles a week, and 
calls on 25 accounts at 


least once every week. 


By Herb Cavanaugh 


OW DID Harold Duncan’s sales 

volume hit well up into the six- 

figure class last year? Why is it 
he’s well on the road to that figure 
this year—chalking up sales in switch 
gear, motor controls, panels, fixtures, 
bus duct, wire, electric heat, etc.? 

He gives three reasons: close per- 
sonal relations with customers; good 
service (adequate back-up stock is 
a big item); extra hard work. 

e Target: Contractors Duncan 

who is an outside salesman for Braid 
Electric Co., Nashville, Tenn.—calls 
principally on rural industrial contrac- 
tors within a 75- to 80-mile radius 

These contractors—comprising 60% 
of Duncan's total list of accounts- 
are involved in institutional and in- 
dustrial work such as_ hospitals, 
schools, industrial plants and water 
treatment projects. 

Twenty-five per cent of his other 
calls go to rural house wiring con- 
tractors and 10-15% are spent on in- 
dustrial accounts. 

e Combination Boys—Most of the in- 
dustrial contractors that Duncan calls 


on are combination contractors. “They 
not only do the electrical work in- 
volved, they are also set up to do 
the plumbing, too. The combination 
contractors can bid an entire job,” 
says Duncan, “while the electrical con 
tractors can bid only on the electrical 
work. On some of the jobs up for bid, 
it’s often the contractor who can bid 
the entire project who gets the job.” 
e 600 Miles a Week—Duncan has 50 
accounts to call on. He says that he 
sees half of these accounts once a 
week, spending sometimes an hour 
or two with a customer and thinking 
nothing of highballing 600 miles a 
week to cover his other planned calls. 
This means being away from home 
once in a while. It also means an op- 
portunity to get in some night work 
e Burning the Oil—When the Nash- 
ville salesman calls on out-of-town 
contractors, he often utilizes the over- 
night time to get together with a cus 
tomer for paperwork, such as pricing 
and take-offs, on a pending job 

‘“] might as well be working as sit- 
ting in a motel,” says Duncan. “It’s 
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IN Murfreesboro Tenn Duncan 
pending school job with heating 
trical contractor, Ray Vaughn 
trial Duncan 


bos who are able to bid an 


(lest) 


Most of 
contractors calls are 


entire job 


1 r 
talks ove 


plumbing & elec 


combination n that 


STOPPING 
treatment pl 
indus cu 


State 


ictor for Zera 


In a Big Way 


not only a good time for me to work 
without the 
appointments, 
time the 
from his office or 
think and 
and there are 

Sometimes Duncan will bring a fac- 
tory representative along to help out 
in difficult technical problems 
e Contractors Have Ideas—Duncan 
says he works a great deal with man 
ufacturers’ men, 
men when there's some difficult 
ble-shooting to be But,’ 
Duncan, “I always keep in mind that 
the contractors have been in business a 
long time—they too. It 
pays to listen to them.” 

According to the Braid salesman 
he hardly ever architects or 
engineers, leaving that job up to the 
factory man. It Duncan 
time to spend with his customers 
e No C.O.D.’s 1 do my best to help 
the better 
job of selling and to give him the 
best service I know says Dun 


pressure of forthcoming 


also a good 
He's 
he 
freely, 


distractions.” 


but it’s 


for contractor away 


iob site: can 


concentrate more 


no major 


using them as idea 
rou 


done Says 


have ideas, 


calls on 


gives more 


electrical contractor do a 


how,” 
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accounts that 


I've got few 
not take 
month and the 


dom 


can very 
discount every 
majority of them sel 
Duncan that he 
away from C.O.D. accounts 

e Check-backs—When he an 
order, Duncan keeps tab on the job 
by making up a copy and keeping it in 
his car for a month to weeks 
for the purpose of keeping a record 
of charges and to refer back quickly 
when there are ordering problems. In 
another file copy of the 
maintained for 
Braid Electric 
e Friendliness First 

in Duncan's 
field, 
providing 


do their 


miss it.’ Savs 
Stays 


writes 


SIX 


addition, 
order ts four or five 
years at 
factor 
the 


usual 


The big 
successes in 


the 


sales 
contractor aside from 
practices of good 
and product 
is Knowing his customers 


service 
carrying new samples, 
“I like to get as close to the cus- 
Duncan 
“It's a friendliness-first approach that 
is not aimed at sales or sponsored by 
My 
people and I am always honest with 
them. If 


tomer as possible,” Says 


anyone customers are honest 


I don’t have something in 


sses spreading trend of 


by to 


int in 


check new 


Smyrna 


progress of water 
Tenn., Duncan dis 
plants 


con 


water treatment 
with P. D. Grissom 


Hillis Construction 


| 
general 


stock Ill them I don't have 

but I'll try to get it for them 
Duncan 

and 


and 


tell 


has quail 


with 


says he gone 
fishing 


dutch” 
activities, 


hunting deep sea 

traveled 
These 

all 


own time on weekends or during vaca 


customers has 
to Florida 


Duncan 


with one 


says were done on his 
tions 
I know 

they 
friendships that grew out of my as 
sociations as a when | 
was training behind Braid’s counter.” 

What Says Dun 
“Besides pure friendship, when 
you know a work better 
with him know how he 
thinks.” 

On 
that 


is on 


the contractors’ families 


and know mine They are 


salesman or 
does it all mean? 
can 
guy 


you can 


because you 


some bid jobs—Duncan 


so ot 


Sayvs 


about his sales volume 
bid 


rather 


Duncan's 
work with 
price. One contracto! 
with all the effort 
that Duncan put in, “plus 
that I 


I do business 


jobs customers 


regard 


stated 


and leg 


would him 
less of 
that 
work 
fact 


shouldn't 


time, 
the 
his why 


needed service 


with him?” 
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Selling Country Contractors (cont.) 
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PANELS and outside motor controls amounting to $25-$30 thousand were sold by 
Duncan for this weather-proof control center for the city of McMinnville’s (Tenn 


nt plant Treatment plants use controls panels fixtures and cable 


tm 


5,000 AMP service entrance with two Century Electric Motor plant in Mc 
2.500 amp breakers (left) is part of Minnville (above). Motor control orders 
large sale made by Duncan. Contractor are still coming, plus maintenance and 
bought bus duct ($27-$28,000), panels replacement work. Duncan is talking 
and fixtures (about $20,000) for new with purchasing agent, James Calhoun. 
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Is “the moment of truth” fast approaching 


Electric Housewares Dilemma 


inthe... 


Looking ahead to the future of traffic appliance marketing, Fort Lauder- 


dale electrical distributor H. M. Long sheds hard and realistic light on 


the real causes and possible solutions of today’s housewares headaches. 


By H. M. Long 
President 
McDonald Distributors of Florida, Inc. 
Fort Lauderdale, Fia. 


NLESS we are prepared to rec- 
ognize and admit the cause of the 
housewares dilemma 
we will never find the solution 
electric housewares industry is 
dow boxing while the real problem is 
not even recognized and has not been 
brought into the ring 

All the energy of this giant industry 
seems to be devoted to today’s sale 
We are concerned first and almost en- 
tirely with the problem of keeping the 
factory running today. 

As distributors, we are concerned 
about getting today’s order. Sure, we 
recognize that something is amiss. We 
don’t seem to be going in the right di- 
rection. We spend our time trying to 
fix the blame but refuse to recognize 
the real problem. 

e Fair Play — We fondly 


electric 
The 


sha- 


hope for 
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fair trade to bail 

the fact that if we 
little bit of 
we wouldn't 


fair play 


even need fai 
One of the most 
industry 


oul came 


cently, when he said, “we 


other's throats on prices 
customers don't even think it 
us 


Should we 


speed the trend of 


then continue 
today or 
have reason to try to halt, or 


slow down the rapidly 


out the 


this 


process of squeezing 


and average dealers in 


dealers who today probably repres 


ent at least 85% in the total 


of stores selling electric housewares 


e Bread-and-Butter 


that we who manufacture and we who 
distribute top brand appliances should _ |) 
interested in the survival 


be decidedly 


of the small dealer. By 


several top brand sales managers, he to 
today re 


the small dealer is 


apt remarks 


smati e 


busine SS 
number 


It would seen 


Statement ol 


industry 


trade 


ib 


from a dealer 


were 

istify the eff s 
Taking Advantage 
, 


prestige las Dee estat 


hette +h Sous 
vette! venicic IO! 


What 


vertise these top brat 


better opportunit: 
it deep cut prices? 

In no other way can he so effecti 
create the image with his potentia 
customers that all of his other 


offer What better way 


wares 
like savings 


create the illusion of the lowest 


prices on everything, than to splash 
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Housewares Dilemma (cont.) 





a full page or double page newspaper 
ad showing top brand appliances cut 
from list prices to the last column 
normal dealer cost prices? 

Manufacturers tell us there’s nothing 
they can do about cut price advertis- 
ing. Yet, right now I’m looking at a 
full page ad in today’s paper. It fea- 
tures in big illustrations appliances of 
six different top brands, five of these 
are comparatively priced at discounts 
of 28% to 50% from manufacturers’ 
lists. The sixth one is shown as exactly 
list price. 

Isn't it strange that one manufac- 

turer can accomplish this, while five 
other manufacturers appearing in the 
same ad are powerless to do any- 
thing about it? 
e Allies or Enemies?—But when the 
average dealer and the distributor are 
squeezed out and the manufacturer 
picks up the costs of distribution to 
mass merchandisers only—who, then, 
will be his allies in the battle between 
himself and the no-brand manufac- 
turers. The no-brand manufacturers 
can and will sell the mass merchan- 
disers for less. If the lowest price is 
to become the only yardstick, what 
future is there for the top brand 
quality manufacturer? 

Now, back to our favorite past- 
time of trying to fix the blame. As of 
today the small or average dealer is 
torn between the realization that there 
seems to be no profit or future in this 
business for him, while on the other 
hand there is the opposing fear that 
dropping out of it entirely will lose 
him more customers and profits than 
will result if he continues in the busi- 
ness. 

This dealer, as a group, blames the 
distributor and the manufacturer for 
supporting and fostering the discoun- 
ters and the mass merchandisers. In 
his opinion they are taking away his 
business and making him look like a 
hold-up man to his established 
tomers. 

e Hard Division—The distributor is 
torn between allegiance to his old 
dealer customers whose busi- 
ness has been reasonably profitable, 
and on the other hand the volume 
sales allure of the discounters. He is 
being pressured by his manufacturers 
for more and more sales. He falls 
easy prey to the theory that plus busi- 
ness doesn’t cost him anything to han- 
dle. He succumbs to the sleeping pill 
of “must meet competition.” He 
blames the manufacturer’s policies 
and the merchandiser’s pres- 


Ccus- 


steady 


mass 


54 


‘For the Good of 


sures for his red ink illness. 

Of course he also allots a sizeable 

part of the blame to his stupid, price 
cutting distributor competition which 
he feels he must meet if for no other 
reason than to save face. 
e Who’s To Blame? — The manutfac- 
turer, of course, blames both the dis- 
tributor and the dealer for giving 
away what would seem to be the 
ample margins their price sheets have 
provided. 

Ihe distributor is blamed for his 
apathy in carrying the ball on the var- 
ious promotions they launch, even 
though there may be as many as 
12 balls in the air at the same 
time in the same game. The distribu- 


tor is not providing the proper loyalty 
to the particular manufacturer’s line 
The distributor is cherry-picking and 
taking orders without giving the par- 
ticular manufacturer the proper sales 
effort. All of these charges are partly 
true and partly offset by the manu- 
facturers’ lack of reciprocation in the 
field of loyalty and appreciation of 
the distributors’ functions 

e Dealer on Griddle—Then, of course, 
both manufacturer and_ distributor 
combine in bewailing the inefficiencies 
of the small and average dealer in his 
efforts to compete with the mass mer- 
chandiser. He lacks salesmanship, he 
lacks showmanship, he should learn 
to operate at the low costs of the 
merchandiser. 

And finally even the discounter, 
the so-called mass merchandiser, isn’t 
so sure anymore that electrical house- 
wares is a good business. He is be- 
ginning to wonder whether the low, 
low, price image he is creating in the 
minds of his prospects and customers 
through the medium of 
top brand electrical housewares at re- 
ductions of as high as 40%, is 
worthwhile in view of the fact that 
his competing mass merchandisers al- 
ways seem to go him one better. 

e No Answer?—-And so it goes, 
round and round with no con- 
clusions. Millions of words have been 
written and spoken but no one seems 
to recognize the real problem. When 
doubt begins to appear that the mass 
merchandiser can be depended upon 
to provide the solid growth of the 
electrical housewares industry all by 
himself, it would seem about time to 
recognize our major problem 

That problem is the generally pre- 
vailing practice of unjustified price 
discrimination in our industry. 

It is the practice, whereby, in the 


mass 


advertising 


real 


name of meeting competion, the mass 
merchandiser is able to extract price 
differentials and cost of operation sub- 
sidies from both distributor and man- 
ufacturer, that gives him as high as a 
15 to 20% advantage over his average 
dealer competition. 

An advantage of this much cannot 
possibly be justified by the difference 
in volume. It is in general provided by 
“robbing Peter to pay Paul,” by using 
the margins on the small dealer sales 
to subsidize the merchandiser 
The merchandiser 
can easily afford to sell at normal 
dealers’ costs and operate at a profit 
on differentials of this kind. As a mat 
ter of fact, so could the small dealer 
if he 


size 


mass 


purchases. mass 


could get an advantage of this 





“1 AM POWERLESS 
TO DO 
ANYTHING” 





e Works Both Ends—How does the 
mass merchandiser acquire these tet 
rific advantages? He needs no great 
skill to accomplish this. With multiple 
distribution it’s easy to play one dis 
tributor against another one or two or 
three on the same line and wind up 
with delivered costs from 10 to 12' 
or perhaps more, below the normal 
dealer’s last column costs. All in the 
name of meeting competition! 
Also, he can sit in his office while 
manufacturers’ salesmen vie with each 
other in outlining programs of baker's 
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All, Recognize the Problem’ 


dozens, 6 for 5 deals, special direct 
shipment offers based on quantity, 
special quantity advertising accruals, 
special promotion allowances, spiffs, 
and finally, subsidized payrolls in the 
form of factory paid demonstrators 
or home economists. Of course all of 
these concessions are technically avail- 
able to other dealers but they are so 
qualified by quantity restrictions that 
probably 85% of the present list of 
dealers can not or should not qualify. 
So, even though these 
presumably offered to all, the net re- 


specials are 


sult is oulrageous price discrimination 
And every last one of these specials 
is justified as “meeting competition.” 
No one ever admits to “being the 
competition.” 

[hen too, the mass merchandiser’s 
individual volume gives him the bulk 
of the manufacturer's advertising al- 
lowances for newspaper and local 
radio use. When most of a manufac- 
turer's newspaper advertising money 
goes to the accounts who produce 
50% of the sales and this money is 
used to “clobber” the 85% of the 
dealers who produce the other 50% 
of the sales, how do we explain 
this to our dealers? Of 
“out” is that advertising money has 
been offered to the small 
he was in no position to use it 
e Tough to Explain—When approxi- 
mately 50% of a manufacturer's prod 
uct goes to market through the sub- 
sidized mass merchandiser channels at 
a 15 to 20° 


50% 


course, the 


dealer but 


advantage while the other 
goes to market through smal! 
and average dealers at a 15 to 20 
handicap just how do we explain 
this to our dealers, or for that matter 
how do we explain it to the public? 
The pattern of under 
which this industry namely 
manufacturer 
did not originate through whim o1 
sufferance. It took form has ex 
isted solely on the basis of being the 


distribution 
operates, 
to distributor to dealer, 
and 


and most economical 


the manufacturer's 


most effective 
form of getting 
product to the user 

If a manufacturer 
better by omitting the distributor and 
going direct to the there is 
nothing to prevent him from doing 
just that. If the distributor 
can do a proper job of distribution by 
going direct to the user and omitting 
the dealer, he also can do just that 
There are very, very few manufac- 
tures and/or distributors who 
they can take these short circuits and 
survive 


feels he can do 
dealer, 


feels he 


feel 
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Unfortunately, how- 
ever, there are more and more of 
both manufacturers and distributors 
who feel they might get away with 
playing both sides of the street. They 
both choose to forget the fact that 
dealer compensations are paid for the 
services they are performing and have 
performed through the years in the 
pattern of distribution. Instead, they 
adopt the expedient of allowing dis- 
anyone based on the size 
individual order or the total 
perhaps 


e Growing Evil- 


counts to 
of the 
of accumulative 
mere 


orders or 
even on the classification of 


. plus business.” 





“I CAN 
OUTDISCOUNT 
YOUR DISCOUNT!” 





Ihe manufacturer 
tions in going direct to selected mass 
distributor 


solely on the basis that the mass mer 


justifies his ac 


merchandisers at costs 
chandiser’s purchases equal or exceed 


those of some of his distributors. Or 
he merely 


t so he must meet his compe 


says his competition is 
doing 
tition 

He closes his 


mind to the long 


that a distributor's 
of merchandise is based on the 
services he renders both the 
facturer and the dealer. He 
to overlook the distributor's 
investment in his the manutfac- 
turer's merchandise, which makes 
it available locally for immediate cal 


He forgets about the warehousing ex 


established fact 
cost 
manu- 
Cc hooses 


sizeable 


pense, the trucks to deliver each sin 
gle appliance, salesmen on constant 
attention to the dealer's wants, dealet 
kinds, risks 
expense, collections 
not to mention re 


complicated han 


promotions of all credit 


and losses, office 

and adjustments, 

ports, special and 
dling of manufacturer promotions. All 
of these items are given no weight by 
the manufacturer when he goes direct 
to selected mass merchandisers at the 
distributor's cost 

e Self-Defeating—Al! 


who can get 


power to the 


} 
manutacturer away wilh 


playing both sides of the street, 
al dis 


sell- 
ing mass merchandisers direct 
while his distributors 


sell the smaller accounts at 15 


nice to 


tributor’s costs 


higher prices. It's 


t 


have your cake and eat it, 


ultimately there comes a da‘ 
One by 


tributors decide to limit their activities 


one, dealers 


oning 
to less dangerous lines and drop out 
more palatable 


than it 


This prospect is no 
manutacturer 


the dealers 


to the 
distributor or 
So, for the good of all 
recognize the problem! 
All of these things and all of 


ideas contribute to the excessive 


these 
price 
discriminations that are 
red ink headaches of the 
today With the 


+} 


power the 


causing the 
electric 


housewares industry 


tremendous staying small 
, 


. _ ate 
the face o 


dealer has evidenced in the 


handicaps both manufacturer and dis 


bets 


survival if 


have set up for him, my 


tributor 


are all on il 


the small dealet 
we only recognize the problem and 
take just a few steps to play fair with 
yur own customers 
The 


no mysterious 


mass merchandiser possesses 
} 


know-how over the 


He has no sales superi 
dealer He 


" 
iverage dealer 


ority over the small has 


no low cost operating brains over the 


dealer He has no advantage 


except the 


normal 
at all, 


of price concessions given 


unfair advantage 
him by us 
as distributors and us as manufac- 
turers 

e What Do You Say? 


recognize this fact, there will be some 


Do you agree, 


If we will but 


hope for improvement 
or what is your opinion? 





TWO TRAINEES of W. R. Mc 
Ginn (center) are J. A. Mannus 
(left), who has been with Mill- 
Power 18 years, and Caroll Snuggs, 
a salesman who has been with the 
firm 442 years. Both started in the 
warehouse under McGinn 


After 35 years in the warehouse of Mill-Power Supply Co., Inc., William 
R. McGinn was retired last June. As one asset, ‘'Mr. Mac" interviewed 
every trainee for the past 25 years, in effect making him... 


The Official Sales Trainer 


dl M GRATEFUL for being alive. The pressure has 
been great and it’s been rewarding, and I'm grateful 

I can still plow half a day on my farm.’ 
he speaker: William Reid McGinn, who retired last 


June after 35 years in the warehouse of Mill-Power Sup- 


ply Co., Charlotte, N.¢ 
There’s more to McGinn’s story than that brief bit of 
news. “Mr. Mac,” as he is known to his thousands of 
friends and co-workers, is a vanishing breed: self-made 
man who lives by a code rare in today’s business world 
e A “Director” Such a life isn’t easy when you're 
superintendent of a large electrical 
charged with directing a crew of tough-minded men, 
not one of whom ever heard Mr. Mac cuss or saw him 
smoke or take a drink. Mr. Mac is no martinet in his 
warehouse, however, and is respected and admired by 
everyone from his immediate boss, Brevard Merritt, vice 
president of Mill-Power, down to the newest trainee. 
One worker said the other day: “Mr. Mac was a hard 


warehouse and 


boss but a fairer man never lived. He’s bawled me out 
twice and both times he was 100% right. Each time he 
called me aside and bawled me out quietly. He’s a real 
man and a gentlemen, too.” 

Mr. Mac admits to one “vice” his dogs. He owns 
six finely trained beagle hounds and has owned as many 
as 27 fox hounds. His favorite recreation is to hunt with 
his dogs, usually at night. Next to that he likes to spend 
his spare time trudging along behind his mule on the 
farm he owns in South Carolina, just over the border 
from Mill Power's home office in Charlotte 

Mr. Mac and his wife are looking forward to “a 
little traveling” and spending more time with their two 
grandchildren. He is chairman of the board of his 200- 
year-old Harrison Methodist Church and will continue 
to teach Sunday school as he has for years 

Mr. Mac started working as a “poor dirt farmer” and 
that’s the way he’ll round out his life 

He owns, besides his 116-acre farm, “four to five 


thousand pine trees,” 25 acres of grain and another f 
n South Carolina which his nephew runs for him 

Mr. Mac stands half-inch short of six feet 
weighs 175 pounds. He is lean and hard. His hai 
gray and thinning. His hands are steady and there's 
twinkle to his eyes 
e It’s Unofficial—Mr. Mac’s resignation will hurt Mi 
Power. Through the years he has become the company’s 
unofficial personnel director, and is responsible more 
than any other official of the firm for training its sales 
people 

His “products” include Mill-Power’s young (early 40's) 
president, B. B. Parker, who learned the business in the 
warehouse. Mr. Mac says of his boss: “He was always 
busy and had initiative.” The boss replies, simply: “Mr 
Mac is the best.’ 
e The “Employer”—Merritt actually does the hiring 
new men, but never without first turning them over 
Mr. Mac, who invariably began each interview like this 

I'd ask the young fellow, ‘Do you just want a job 


or do you want a job with Mill-Power?’ Then I'd ask 


. 


him, ‘Are you lazy?’ I always wanted a fast no, with no 
hesitation, because if you're not lazy, you know it 

“I'd tell the man: ‘Be busy, be active. That’s what you 
came here for. We require you to be successful. You 
must move up.’ 

We'd put a good prospect in the warehouse for two 
to 12 months and let him work closely with an experi 
enced man. When he got to the point where he could 
handle 15,000 different items and know what they were 
we'd reckon he was beginning to know the business.” 

Mr. Mac’s training formula sounds simple: filling or- 
ders, then learning to quote prices for customers and 
salesmen and finally going on the road as a salesman 
But along the way a bright prospect found himself in 
Mill-Power’s “classroom,” at week-long training sessions 
at Nela Park in Cleveland, or getting on-the-spot instruc- 
tion from some other supplier 
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With Mill-Power, developing salesmen good mix- 
ture of practice and theory, and 

as fast as he can. Mr. Mac, who has had little formal 
education, has sat through hundreds of training sessions 
learning and relearning the latest techniques in switches, 
relays, transformers, lighting and wiring 
from bolts to locknuts 

e Takes Over—Mr. Mac took over when the class 
room “teacher” finished. He talked to the trainee 
quired discreetly about his background, his habits, his 
hobbies, his family 

“We'd investigate his work, sure, but we wanted to 
know about his principles, too,” Mr. Mac says. “We 
wanted people who were church-goers — people with 
good morals. I told them they were representing a fast- 
developing firm and we wanted them to do themselves 
and us proud.” 

And the meetings went on, sometimes twice a week 
Experts lectured on indirect lighting, incandescent light 
ing, recessed lighting, fluorescent lighting, switches and 
on new types of conduits 

Mill-Power now has 165 employes, at least 100 of 
whom started with Mr. Mac in the warehouse 

When a big number of those employes gathered last 
June 29 at Charlotte’s Myers Park Country Club to 
honor Mr. Mac at a retirement dinner, they heaped 
praise on him. It was the kind of praise usual at such 
dinners, but it came from the heart, and it came largely 
from men who owe much of their success to Mr. Mac. 
e A Start—College graduates — men with advanced 
degrees in electrical engineering — admit frankly that 
they “started learning the business” under Mr. Mac 
after college. 

George McDonald, new part-owner of S. L. Bagby 
Co., started in Mill-Power’s warehouse under Mr. Mac. 
McDonald says: “I wouldn't trade the education Mr 
Mac gave me for anything in the world.” 

P. E. Miller, new assistant sales manager at Mill- 


letting a man advance 


everything 
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owner of the King 
Mac S guidance Wi 
J. B. Davenport 
Unistrut, agrees 


man could have.’ 


Henry P. Brvyand 


graduate and also an alumnus of Mr: 


S a vice-president with Shealy Elect: 
He, too, credit rmer 
nost of what I know.’ 

John Steel started in Mull-Power’s 
now manutactur 
Co. of Charlotte. He sa f Mr 
and a fine teacher.” 

But it is Vice-President Merritt who knows Mr. Mac 


best. It was he who hired him back in the depression 


when Mill-Power had 11 employes—seven in the office 


ers representative 


and four in the warehouse—and no room for another 
man. Merritt talked “a few minutes” with the raw-boned 
young farm hand who stood awkwardly before him and 
hired him on the spot 

Mill-Power is a $10 million-a-year business, with an 
ipproximate $4 million-a-year volume handled by Mr 
Mac’s warehouse 
e A “Trusted Friend”—Merritt speaks of Mr. Mac with 
the fondness of an old and trusted friend, and he’s the 
only man in the organization who calls him Mac, without 
the “Mr.” 

“Mac is a hustler, always has been, Merritt 

If there would be trouble at 2 in the morning, 
be there. Mac is of the old school. He’s fair ana 
and believes in working hard. He has interviewed every 
trainee Mill-Power has had in the last 25 years 

“Mac got excellent results using farm-hand methods 
He got ‘em started off right.” 





'Why Were Selling 


When Meletio Electrical Supply of Dallas teamed up with 
an appliance manufacturer to sell kitchen package units, 
everyone benefited, including distributor's customers. 


VERYBODY BENEFITED when 
a Texas electrical wholesaler and 
n appliance manufacturer teamed 
up co give che customer something new 
in kitchen built-ins—complete color 
coordination coupled with substantial 
savings [rom a special package price 
for the units 
Ihe idea was born in late 1959 
when Walter Nyquist, vice president 
of Meletio Electrical Supply Co. of 
Dallas—and head of iis appliance di- 
vision—spotted a trend among area 
builders toward color matching of all 
kitchen appliances. 
e Extras Sell— With sales sliding 
downward, builders were under pre3- ea 
sure to come up with some little extra 
touch that would add to the home’s 
salability. A  color-matched kitchen , ss antisatie Gre ReRI e 
seemed to be one of the answers. ete “ 
“It was just an effort on the part of 
some builders to outdo the competi- 


ay baker 


tion and give their homes added ap- 
peal for the style-conscious homemak- 
er,’ Nyquist says, “but they ran into 
a real problem in getting an exact 
color match.” 

Although the Meletio firm’s alert- 
ness in detecting a new direction in 
appliance merchandising sparked the 
package idea, Nyquist gives much 
credit to The Tappan Company for 
the speed and thoroughness with which 
they followed through on the sugges- 
tion 

“We checked around and found that 

one manufacturer was making avail- 
able a matching range hood and sink, 
but these did not match major appli- 
ance colors, and there was no pack- 
age as such,” Nyquist says. “We pass- 
ed this information along to the Hous- 
ton division office of Tappan. They 
immediately saw the merchandising 
possibilities of complete color coordi- 
nation and located firms in the Dallas 
area to manufacture sinks and range 
hoods matching their appliances. (The 
units are available in five colors and 
white.) 
e Tailored Package, Pricing Then 
together we came up with the idea of 
a package for builders offering special 
prices as well as an exact color match 
in oven, cook top, range hood and 
sink.” 

The package was introduced at the 
January 1960 home furnishings mar 
ket in Dallas, and shortly afterwards SOME PROMOTION MATERIAL used in the merchandising program is being in 
it was test-marketed by Meletio. It is spected here by Vice President Walter Nyquist, head of appliance division 


58 ELECTRICAL WHOLESALING—August, 1961 





ackage Kitchens 


By Lorraine Smith 


KITCHEN SPECIALIST Terry Bailey (right) assists customer AVAILABLE in the package 


le 

Sa ic 
‘ , ‘ >] 

n working out best combinations within allowance here by Walter James. Models 


tc 


now available to Tappan distributors Thermador and Revco. The firm we iluminum, ; 
Nyquist had some more merchan even further than the first package and antique) 


dising ideas up his sleeve, however and offers the builder package prices e Personnel Indoctrination—Meletio 


and went to work to make up as flexi on its entire line, including a matching — Electrical Supply's firs 
ble a package as possible so there dishwasher, waste disposer and buil 


14 bit 


‘ . . 7 . 
the promotion off the 


would be no limit on the builder's in refrigerator. Since Meletio takes a brief its sales people 
choice of models smaller per-unit profit when sell 


e Combinations Unlimited We _ package, this affords the buil 


broke down prices so that, regardless siderable saving 


age and price 
der a col firm sent out 5, 

black-and-white 
of what combination of units the build The matching hood and sink are’ was paid for 
er purchased, each was available at available only with the Tappan pack 


the special package discount,” he says age, however, and the hood carries the — distributor footed the 
“If for any reason his customer want manufacturer's name. “We never use age 
ed, say, an electric oven and gas cook them to promote 


any but the Tappan This was a satura é g 
top, the builder could mix gas and line,” Nyquist says builders, architects, kitchen designers 
electric without losing the advantage Meletio carries three other lines of and “everyone else who might have 
of the package special prices hoods and one of these is used with some use for appliances Nyquist 
] 


In addition to this line, Meletio also 10n-Tappan packages. They are avail says. “We sent it to every homebuild 


distributes Waste-King, Universal able only in white, stainless steel or ing account we had or knew of The 


( 
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SPECIALIST SALESMEN sell both built-ins and residential lighting fixtures. Nyquist says 


these two product classifications go 


hand 


in hand, and that each aids sales of 


‘Why We’re Selling Package Kitchens’ (cont.) 





mailing was a one-shot promotion; Me- 
letio has made no follow-ups 
“The first week to 10 days we were 
apparent 
lack of interest in the package,” Ny- 
quist says. “Only a handful of orders 
came in. But | 


outside sales- 
men (we have seven) began to 


rather disheariened by the 


then our 
report 
that when they called on an account, 
the first thing the builder would do 
was to pull the mailer out of his poc- 
ket and ask about the package And 
the beauty of it is that the mailer is 
still pulling. We just received an order 
that obviously came from the mailing 
made last year.” 

e Royal Treat—As part of the pro- 
motion, Meletio furnished a “red car- 
pet” for builders buying the packages 
This is made of heavy-duty paper, 36- 
in wide and in rolls of 50-ft, in a red, 
black and white pattern, and is used 
as a floor while the 
being shown. This firm also furnishes 
the builder with a set of two “Model 
Home” signs (these cost Meletio $1 a 


runner house 1s 


set) 

What has the kitchen package done 
for the Dallas distributor? Although 
Nyquist declines to reveal dollar vol- 
ume or number of packages sold, he 
describes results as “fabulous.” 

“We were losing appliance sales that 
we might have made if we could have 
furnished a sink 
Since coming up with the package, we 


Tappan 


matching hood and 


have increased our sales of 
appliances by 30% 
e Bucks Downtrend—This 
IS especially when 
ed against a decline of approximately 
20% in single unit housing starts in 
Dallas County in 1960 
Does the package 
serve all of the credit for the upsurge 
in appliance sales? “It’s hard to say,” 
Nyquist comments, “so many factors 


increase 


Impressive view 


promotion de 


60 


enter into it. Maybe our salesmen were 
gaining ground with builders and this 
contributed to much of the increase.” 

Meletio has four divisions: electrical 
supply, industrial lighting, residential 
lighting and appliances. Built-ins make 
up about three quarters of the busi- 
Nyquist 


while small appliances account for the 


ness in his division, Says, 
remainder 

e Solid Support—The firm backs up 
its program with a strong inside sales 
force. “We have three specialist sales- 
men who work on nothing but built-ins 
and lighting fixtures, which go hand in 
hand,” Nyquist says. “But in addition 
to them, we have five more men who 
sit in on all sales meetings and get 
all product information, so that they 
are qualified to step in when these 
are busy 

As an added service, Meletio offers 
builders and their clients free consul- 
tation with their full-time kitchen spe- 
cialist, Terry Bailey. Miss Bailey will 
not draw complete kitchen plans, but 
is on hand to answer builders’ ques- 
tions about placement of appliances 
and to advise home buyers on how to 
use their allowance to advantage 

“Actually, we are seldom asked to 
a complete kitchen,” Nyquist 
says. “Mostly builders come to us 
with some little problem on arrange- 
ment. With the advent of the family 
room-kitchen combination, it 
to build a kitchen a woman will walk 
death in, so proper place- 
ment is important.” 

Meletio Electrical Supply does not 
display appliance packages as such in 
its showrooms. “We learned the hard 
way not to be too elaborate,’ Nyquist 
comments ruefully. The firm used to 
set up a complete kitchen display but 
found that this tended to distract cus- 
tomers from the appliances. 


” 


specialists 


ay out 


is easy 


herself to 


other 


“We were asked as many 
about cabinets and countertops as we 
were about ranges and hoods,” Ny- 
quist says. Consequently, the firm now 
has set up separate rows of ovens, 
cook tops, dishwashers, refrigerators 
e Products on Hand—tThe distribu 
tor can furnish out of inventory al 
most any model appliance in any color 
desired. For example, Meletio has on 
hand during a normal selling period 
about 110 dishwashers, with fronts 
available in 30 colors, and more than 
300 Tappan cooktops. 

As an added accommodation for 
customers, the firm tries to—and us- 
ually can—provide next-day delivery 
on appliances, on request. To guaran- 
tee this, as soon as a bona fide order 
is received, the appliances are im- 
mediately taken from stock and 
placed in the fill-and-hold department 
of the warehouse. In this way, inven- 
tory can be kept in balance to take 
care of those procrastinating build- 
ers—whose numbers are legion—who 
want delivery the day after the order 
1S placed. 

e Speedy Service—If a_ last-minute 
order should find an item out of stock, 
the distributor can provide delivery 
within five days, as a rule. Sometimes 
when this happens, to help a builder 
close a sale, the firm has gone ahead 
and installed a unit, then has replaced 
it with the desired model, or the cor- 
color front, as soon as this is 


questions 


rect 
received. 

Sales of the Tappan package will 
get an added impetus this fall, Ny- 
quist says, when the manufacturer 
makes available to its distributors a 
traveling display of its products. This 
truck will have complete packages set 
up, and Meletio salesmen will have 
use of it for about a week at a time 
to call on all of their builder accounts 
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As a case in point, consider 
the usefulness of the Elec- 
tric Association of Chicago. 
This year an electrical dis- 
tributor is its president, and 
a number of other distribu- 
tors are actively participat- 
ing in its programs. Through 
their local league, Chicago- 
area distributors are coor- 
dinating their efforts with 
other segments of the elec- 
trical industry to build a 
bigger market for all. 





This article was especially prepared 
for ELECTRICAL WHOLESALING by Ted Cox 
Associates, Chicago. 





ERHAPS the old 
cooks spoil the broth,” is 

true for the industry, but 
not for the electrical industry. It takes 
the combined skill and special in- 
gredients of each segment of the in- 
dustry to turn out products and serv- 
ices to meet the needs of the market 
znd to build that market 

One of the key “cooks” in con 
cocting promotions that build the 
over-all electrical business in Chicago 
has been the electrical distributor. 
Through the Electric Association of 
Chicago, he is coordinating his efforts 
with other segments of the industry to 
build a bigger market for the entire 
industry. 

Last fall, for example, 16 Chicago 
area distributors cooperated with 33 
manufacturers and 37 
tractors in planning and financing a 
comprehensive residential lighting fix 
ture display at the city’s largest home 
show. Attending were 500,000 build- 
ers and consumers 
© Long-time Aid—lIt was the ninth 
consecutive year that cooperation by 
these three groups resulted in an out- 
standing lighting display. Success was 
due, in large part, to the work of dis- 
tributors on the Residential Lighting 
Fixture Committee of the association, 


adage, “too 


many 


food 


electrical con 
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Simpson (center) and 


promotion 


Robert 


What's the Value of 
An Electrical League? 


which was 
nating and 


addition, a 


responsib tk 
financing the d 
nxture 


entirels 


selection 
tee, comprised 


’ 


tors, Was ppointed to 


“bh 
tacturers on fixture cho 
mittee aiso prov ded for 
the exhibit and hanging of 
tures 
Distributor 


with 


representatives 
manulacturers and c« 
held 


~ 
1962 


gether 
tractors, have additiona 
meetings to plan the 
lighting fixture display 
Distributors who are working 
the Residential Lighting Fixture 
Committee and financing fixture pro 
include Gene Gridley and 
Rice, Harlo Electrical Sup 
Nicholas Kocoras Great 
Supply, Inc Sam 
Ray D 
Electrical Sup 
Soudek, Electr 
Edward 
Supply 


since 


residential 


motion e Compounc 
Harvey J 
ply Co. 
West Electrical 
Solomon 


Interest 
specifically I tr 
dential lightin 
Anixter 

Steiner Electric Co mportant 
Arenberg, Wholesale 
ply Co.; Irving T 
cal W holesalers, Inc.., 
Schwartz, American Electric 
Co 


and 


This is a typical 
coordination of three segments of the 
industry through the Electric 
tion,” Clif Simpson, managing 
director. “It is ty pical, too, of 
committees which help to promote — electrical living 
the products and services provided by > are working 
the distributors in Chicago of the industry 
e Distributor President The im ning the development of 
portance of the distributor in Electric 
Association activities is manifested by 
the fact that the association’s top ex 


example of 


Associa 


Says residentia 
other most mportant 


coordinat 


programs, and then acting together 


carry forth these programs to s 


cessful conclusions 


CONTINUED 





What’s the Value—(cont.) 





e Teamwork Profitable “The res 
idential lighting market at present is 
practically unlimited. The promotions 
of the committee offer the electrical 
distributor a full partnership on the 
industry team to sell lighting for pro- 
fit. Cooperation not only means tangi- 
ble benefits in the way of immediate 
profits, but also means a share of the 
industry-wide prestige in contributing 
to better living.” 

In addition to Anixter, two promi- 
nent apparatus and supply distribu- 
tors are currently on the association's 
board of directors: R. R. Hill, presi- 
dent of Hawkins Electric Co., and 
J. J. Lieske, Jr., district sales man- 
ager of Graybar Electric Co., Inc. 

During the 
history, five distributors 
as president. Two are still active in 
industry leadership: Harry Alter, 
president of the Harry Alter Co., 
distributor of air-conditioning and re- 
frigeration parts, who was 
tion president in 1951-52; 
Rosenthal, chairman of the board of 
Hyland Electrical Supply Co., who 
was association president in 1939-40 
e Well-Represented —- Distributors 
have taken a lead in many 
sociation’s lighting and wiring commit- 
tees. In addition to the residential 
lighting promotion, distributors 
active in the current office lighting 
promotion developed by a joint com- 
mittee of the Electric Association and 
the Chicago Lighting Institute. 

This promotion seeks to help all 
members of the industry share in 
multi-million dollar refix- 
market. Through educational 


é aan 
associations 3)-yeal 


have served 


aSsocia- 


and Sam 


of the as- 


are 


Chicago's 
turing 
and advertising aids, the program will 
help the industry sell the advantages 
of good office lighting installations 


[wo distributors gave their active 
support to this promotion by serving 
on the committee and helping to for- 


mulate its program. They are Ernest 


62 


COORDINATION of 


tractors through Association 


Co. and 
Electric 


Electric 
Revere 


Elliott of Hawkins 
Arthur Peterson of 
Supply Co 
As managing director of the Mid- 
Electrical Distributors 
one of the organizations 
porting the office lighting promotion, 
Louis B. Calamaras lent 
support. He not only urged coopera- 
tion by distributors in the program, 
but actively pushed the plan ahead by 
giving a speech before the Cook 
County Electrical Contractors Asso- 
ciation, emphasizing the need for con- 
tractor participation. 
e Spreading Word—Now that the 


promotion is well under way, distrib 


west Associa- 


tion, sup 


intensive 


utors are continuing to play an ac- 
tive role by participating in a 
mail campaign developed by the 
mittee 
Distributors, 


direct 
com 
have shown a 
vital interest in improving the wiring 
in homes, in commerce and in in 
dustry. As chairman of the Apart 
ment House Wiring Committee, H. J 
Lutton of Westinghouse Electric Sup 
ply Co. is guiding the development of 
an educational program to promote 
bettter wiring for the thousands of old 
er apartment buildings in the Chicago 


Loo, 


area, 

Playing a key role in all of the as- 
better wiring 
and activities, both residential and 
commercial, have been W. L. Tara 
dash of Hyland Electrical Supply Co., 
and Calamaras 


sociation’s promotions 


The scope of one of these promo- 
tions is suggested by distributor R. R 
Hill: “The association has just devel 
oped a direct-mail campaign designed 
to help electrical contractors sell resi- 
dential rewiring. Participating 
tractors are provided a year’s series 
of mailing pieces for the homeown- 
ers in their areas. Every detail is 
handled for them, including a list of 
prospective customers 


con- 


distributor 


with manufacturers and 


this d splay il 


efforts con 


resulted in home show 


We are 


the contractors, to 


e Self-Starter 
our 


urg ng 
customers, 
participate in the campaign. This pro 
gram will not only directly benefit the 
contractor, but also the manufacturer 
the homeowner and the distributor 
Giving help to the contractor through 
the 
the marketplace 


Distributors are 


association generates impetus 


also lending f 


nancial support to the associati 


fund-raising 
way to 


wiring activities. A 


is now under which di 


utors are contributing, along 
manufacturers, contractors 
and 
e Hot on 


activity in 


utilities, 

Heat 
which distributors are the 
the Electric ¢ 
Heating Division. This division of the 


Perhaps the one 


most active IS omftort 


association is coordinating all ele 


ments of the industry to stimulate the 
growth of heating 


sion not only concerns itself with con 


electric The div 


sumer promotions, such as planning 


and educational 
programs, but 
standards for the 

{ 


Forming the nucleus of a 


displays developing 


also with technical 
industry 

group ol 
distributors 


the 
Division are 


some 30 Chicago-area 


who very active in Electric 


Heating 
Frank 


are 
Comfort such 
men as Carlson, Englewood 
Electrical Supply Co.; Arthur Baker 
R. Cooper, Jr., Inc.; Jerry Rosenthal 
Hyland Electrical Supply Co.; R. J 
Heier, 
( orp., 


Temperature 
Rogers Follansbee 
tric Heating & Cooling Co 
Sull another 
ciation, the Electrical 
Engineers, gets active distributor sup 
port. Through this division, the asso 
ciation is promoting the 
and maintenance of electrical appara 
tus in industrial plants of every de- 
scription. F. R. Eiseman, Jr., of 
Revere Electric Supply Co., is active 
in the division’s activities, which range 


Equipment 
and Elec 
the 
Maintenance 


division of 


asso 


installation 
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from regular educational meetings to 
plant visitations. He stresses the ne- 
cessity for the distributor to play an 
active role in local association af- 
fairs. 

e Strength in Unity—‘It is 
ligation as distributors to actively 
participate in the Electric Associa- 
tion,” Eiseman says. “We should sup- 
port all of its activities, and give active 
help, whether in running a dance or 


planning projects for consumer edu- 


our ob- 


cation 

‘A community's 
tion can only be as 
who participate in it. Its 
value is aS a Clearinghouse to coord! 
the var 


electrical associa- 


strong as those 


greatest 


nate understanding 
ious elements of the electrical trade. 
e Look to Future—A year 
association started its Career 
Committee to 
students in 
industry 


among 


ago, the 
Coun 
high 


seling interest 


school careers in the 
Two distributors 
George Johnson of Graybar Electric 
Co., Inc., and Jerry Rosenthal of Hy 
land Electrical Supply Co. have work 
ed on the committee and helped or 
program. Currently, they 


development of a 


electrical 


ganize its 
are guiding the 
brochure describing occupational op 
portunities in Chicago's electrical in 
dustry. Contacts made with 
high 
utilizing the 
students 
Distributors have also been on the 


The 


educa 


will be 


various school counselors fo! 


brochure in counseling 


association's bureau 
bureau regularly 
tional program on 
to civic, fraternal 
organizations throughout the Chicago 
area. In the past, firms as 
Efengee Electrical Supply Co., Engle- 
Electrical Supply Co. and 
Graybar Electric Co., Inc., have sup 
plied speakers 
e Effective Timing 
gagements are particularly empha 
sized in National Electrical Week, 
which is spearheaded in the Chicago 
area by the Electric 
Some 100 speaking engagements are 
scheduled week, with 
speakers recruited the regular 
speakers bureau ranks, augmented by 
men from the utility, 
Commonwealth These 
men appear before 
many kinds—PTAs, fraternal groups, 
neighborhood councils telling the 
story of electricity and emphasizing 
the importance of good wiring 

Louis B. Calamaras has headed this 
activity for the past two years. In ad- 
dition to his duties as managing 
director of MEDA, he has been ac- 
tive in Electric Association affairs, 
serving on its board of directors and 
heading many of its important activ- 


speaker Ss 
presents an 
residential wiring 
and 


school church 


such 


wood 


Speaking en 


Association 


during the 
from 
local electrical 
Edison Co 
organizations of 


ities. 
Calamaras emphasizes that an or- 
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rYPICAL p 
George Albiez, Pa 


pation 


O'Re 


Asso 


other 


Electric 


contact with 


ganization h as the 
clation pro 
industry 


branches electrical 


which *rship n distributor 
alone cannot provide. He 

that the nat nal grour Na 
Assoc Dis 

tributors am 

Electrica 


largely 


groups 
notes 


tional 


west 
tion 
the areas of b 
the Electric 

‘ 


utors in the areas of promotion 


isiness oper 


Association helps dist: 


education 
e Profit-Creating 


venicie 


consumer 


tion provides a 
consumer and user interest 
ultimately 


Membership 


the distributor 


Calamaras 


Savs 


association and = sincere coopel 


and support in its various | 


create it deal of prosperity 


in the industry 


a grey 
In turn, the individual 
gets tangible returns 


Perhaps the greatest advant 


belonging t Association, 


a : 
peeves, 1 the persona 


contact it affords Cooperation 
distributors, 
\ 


helps 


among manufacturers, 
contractors 
them 


sons.” 


dealers and utilities 


understand one another as pe! 


Perhaps the outstanding example 
of distributor cooperation in working 
for the good of the entire electrical 
industry was the Midwest Electrical 
Industry and Lighting Exposition, the 
biennial 


association-sponsored trade 


> iS ar ply 


lutual 


par 
e \ 


cooperation 


Benefit 
of the ind 

healthy 

members of 

Anixter 

re benef! 
from 
activit 
the Communicati 
sion to promote the 
equipment in homes 
The division 
Hers, 
benefiting also from the 
motions carried out 
By working 


electr 


of the 
ulor 1s gett 
range benefi 
sales and the sal 
dustry in which 
Anixter says 
In an industry 
such as the 
distributor 
can pay off in 
market for 
, 


It's a definite case of a lot of cooks 


I ICOCLTIC 


sees how joint local 
precondition 
greater his products.’ 


improving the broth 
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Pinpoints the Information You Need on... 





Electromagnetic Induction 


By J. F. McPartland 


And W. J. Novak 


LL of the factors involved in the 

electromagnetic induction of a 

voltage in a coil actually con- 
cern the rate at which the magnetic 
field is being cut by the conductors 
of the coil or, to put it another way, 
the rate at which lines of magnetic 
flux through a coil change with time. 
This latter evaluation is the basis of 
a physical law known as Faraday’s 
Law of Induction, which is stated as 
follows: 

Whenever the number of lines of 
force linking through a _ coil is 
changed, an emf is induced in that 
coil. And the value of the induced 
emf is proportional to the rate at 
which the number of lines of force 
through the coil is changing. 

Experiment indicates that well-de- 
fined characteristics exist for the vari- 
ous factors of induction. The numeri- 
cal value of the induced emf depends 
upon the density of the magnetic 
field, the length of the conductor 
making up the coil and the speed at 
which the coil conductors cut through 
the magnetic field. The polarity of 
the induced emf and the direction of 
current flow which such emf will pro- 
duce through an external circuit is 
determined by the direction or polar- 
ity of the magnetic lines of force and 
the motion of the coil conductors 
relative to the field. This relationship 
is generally illustrated in Fleming's 
Right-Hand Rule, also known as the 
Generator Right-Hand Rule. This was 
shown previously by a sketch, but 
may be stated as follows: 

Extend the thumb, forefinger and 
middle finger of the right hand so 
that each is at right angles with the 
other two. Point the forefinger in the 
direction of the magnetic lines of 
force, from the North Pole to the 
South Pole through the air, and point 
the thumb in the direction in which 
the conductor is moving (or in the 
direction in which one side of a ro- 
tating coil is moving through the 
field). The middle finger will then 
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point in the direction of the positive 
end of the conductor or conductors 
in which an emf is induced. When 
the emf so indicated is connected to 
an external circuit, current will flow 
in the direction in which the finger 
is pointing. 

This is a very handy and practical 
rule and should be thoroughly under- 
stood for effective application in 
many problems concerning electro- 
magnetic induction. And although the 
rule as stated here involves a station- 
ary magnetic field and a moving con- 
ductor, just a little care in observing 
relative motions will permit the use 
of the rule for studying generator ac- 
tion when the conductor is stationary 
and the magnetic field moves 

Another law which relates to the 
matter of electromagnetic induction 
is Lenz’s Law and is an expansion on 
the observations of Faraday’s Law. 
According to Lenz: 

Whenever a current flows as the re- 
sult of an induced emf, this current 
sets up a magnetic field about the 
conductor such that this conductor 
magnetic field reacts with the mag- 
netic field producing the induced 
emf to oppose the motion of the con- 
ductor. The two magnetic fields react 
in accordance with the basic precepts 
that like poles repel and unlike poles 
attract. The result is a physical op- 
position to movement of the conduc- 
tor through the inducing field, requir- 
ing a definite expenditure of external 
energy in moving the conductor. 

The foregoing actions conform to 
the basic physical law of conserva- 
tion of energy: To get energy out of 
anything, we must first put energy 
into it. In the case of electromagnetic 
induction, we are getting electric en- 
ergy out of the conductors moving 
through the magnetic field. This 
electric energy is in the form of work- 
ing current to light a lamp or to do 
some other work, produced by the 
induced emf. Then there must have 
been energy input to the generator 
and this energy was that required to 
overcome the opposition to movement 
of the conductor. In the case of an 
actual generator, the prime mover 
say a steam turbine or a water wheel 
—must supply the energy to rotate 
the coils in the magnetic field in op- 
position to the reaction of the two 
magnetic fields present. Thus a ro- 


tating, mechanical input of energy is 
converted to electrical energy in the 
generator, with a certain amount of 
energy being expended as heat loss- 
es in the conversion process. 

Self-induced EMF is another very 
important electrical characteristic 
which is frequently involved in prac- 
tical applications of both ac and dc 
circuits. When any conductor is carry- 
ing currents (so far we are considering 
only direct currents), a magnetic field 
is set up in concentric rings around 
the conductor, as we have discussed 
previously. If the value of current is 
changed, there is a corresponding 
change in the magnetic field intensity 
around the conductor. But any such 
change in magnetic field density must 
follow Faraday’s Law and therefore 
produces an induced emf right in the 
conductor itself. 

If the current were reduced, the 
number of lines linking the conductor 
would be decreased and there would 
be an emf induced with a specific 
polarity. If, however, the current 
were increased, the number of link- 
ing lines would be increased, and 
there would be an emf induced with 
opposite polarity to the former case 

In either case, though, the induced 
emf acts in accordance with Lenz’ 
Law to oppose the change that pro- 
duced it; i.e., the induced emf is in 
a direction to oppose the change in 
current in the conductor in which it 
is induced. Thus, if the current in 
the original conductor were quickly 
decreased, the self-induced emf 
would oppose the decreasing of the 
current. The emf would add current 
of its own during the transition from 
the higher value of current to the 
lower value. On the other hand, if 
the current in the original conductor 
were quickly increased, the self-in- 
duced emf would oppose the increase 
in current flow, retarding the estab- 
lishment of the higher current level. 
Of course, in either case, the self- 
induced emf would be present only 
for the duration of the transition 
from one current to the other cur- 
rent. Under steady state conditions 
of current, there can be no self-in- 
duction 
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NEW. FULL-COLOR CATALOG! 


a ee 









A NEW COMPLETE LINE... 
Sauelselrcaniensrcaeyy 
EMERSON 
|| IMPERIAL 


New, highly-styled fixtures, 
plus big promotional! 
program, give you more 


PROFIT per sa/e/ 


Now ...in one catalog a fixture for 
every requirement. for every room in 
dal-Malelssl-@-laleMelticelele)s Mie o) Ma? cell -1-08 co) 
blend with every decorating theme... 
priced to appeal to more customers.. 
styled to appeal to all tastes. That's the 
new Emerson-!Imperial complete line cata- 






























~ 


log just off the press... featuring 
ilel¢-Meae-leitélelsr-lMib actig 1) more highly 
styled modern items... packed with 


eye-catching chandeliers, accent lights, 
pulidowns. Full of exciting new design 
ideas . folellolaitiMmib ctl. Mm li Mmor-l1- 16 bre) e.-|| 
giass...ceramics... plastics. And all 246 
ib adtic-.- Mle t-t Sam com ilsceMlsmelll@ellitijee-lc-e| 
instant index.”’ 

Here is the fixture line for you! See for 
vourself why Emerson-Imperial’s new cat- 
alog will bring you more dollar profit per 
sale. Order your free copy now! 


4PLuS Big Promotional Program 


that helps you sell 


» » » » ASKYOUR EMERSON-IMPERIAL 
4 dada a) 2 OA Le A ee ee 
his unique advertising and direct mail program 
that's designed to bring customers right to 
your showroom. See how it's geared to bring 
you more sa/es—and profits—immediately 


MAIL THIS COUPON TODAY! Dept. 8-39 EMERSON ELECTRIC 


for your advance copy of the RUSH! 


NEW EMERSON -IMPERIAL CATALOG * ree ; FREE 


EMERSON ELECTRIC TRENDLIGHT 


BUILDER PRODUCTS GROUP 


EMERSON PRYNE 


ST.LOUIS, MO POMONA, CAL 
KEYSER. Ww. VA. 


IMPERIAL RITTENHOUSE 


LATROBE, PENN. HONEOYVE FALLS. N.Y 
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| A waste? 


\ 


You choose merchandising, too, with 
the lamp brands you handle 


A mountain of mailing pieces won't help you sell. But 
a good idea will. 

Sylvania keeps sales-building ideas coming your way 
Because Sylvania competes with other brands . . . not 
with its own distributors. 

ideas like TCL (Total Cost of Lighting, which means 
cost of lamps plus power plus maintenance) .. . and an 
Analyzer Kit that shows how much customers really 
spend on light. 

Ideas like the exclusive Sylvania Certified Performance 
Policies that assure satisfaction—real selling tools 
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that emphasize the fine quality of all Sylvania lighting 


products 

And because Sylvania has no outlets of its own, when a 
Sylvania man comes into your territory, you 

sale. Sylvania distributors get a distinctly different com- 
petitive proposition . . . and it pays off 

Today Sylvania is the fastest growing namc in lighting 


Learn how you'll profit with Sylvania. With a field force 
to help. With training for salesmen. With product “firsts.” 
With price protection of inventories, product liability 
protection—and more! Write Sylvania. You'll profit by it 
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...or welcome? 


Grow independently with 


SYLVA TA 


; ARY IF 
SYVBS/D/ Cc eae) 


GENERAL TELEPHONE & ELECTRONICS “ES) om 


ighting Division, Sylvania Electric Products Inc., Dept. 62, 60 Boston St., Salem, Mass. In ¢ S I 
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CONTRACTORS REALLY GO FOR TH/S SIMPLIFIED 


N.1. SYSTEM—NO SPECIAL TOOLS REQUIRED FOR INSTALLATION 
e to omit or ir rre tly pe ; ’ or tal Her t} v bre rr t | 


the salet 








Why stock the old-fashioned ‘basement gray’’ box ? 


(fier your customers this new, 
smartly-styled safetybreaker... 
it doesnt cost a nickel more 


(and often costs /ess!) 


Here's a bonus in beauty and protection Inside as Superior as the Outside. 
that gives contractors nd their cu Won't rust, won't corrode because every 


extra features at no extra : reat < ting part is either stainle 
product leader for you t n up ne\ heavily plated. Double protection w 
, ' 


accounts nort Circuits and 
’ ; : verloads 
Modern Appliance Styling lets con 
sf Nring 

tractors show how good the wiring job ; ; Fi 
This soft sandalwood finish belongs upstairs, Kinning wire guide 
convenient to the kitchen, saving contrac- 

; , What's new at Cutler-Hammer? 


tors’ money on those heavy wiring runs This new Safetybreaker is typical of the 
as — ‘ < » is ’ ; «Al i st 


Eliminates Housewife Confusion Peller products you'll be getting from Cutler 
and saves contractor unnecessary callbacks. Hammer to help make your selling easier 
Simple as a light switch, with easy-to-see We've added new sales engineers to 

on” and “off” positions. There is no you when you need help. Introduced 

tripped mid-position to harass the home-_ distribution policies to make service bett 
owner, no calls to reset the breaker be- in every respect. Like to know more about 
cause the housewife mislaid or misread in- what's new at Cutler-Hammer? See your 


structions. Cutler-Hammer representative soon 


WHAT’S NEW? ASK... 


; > m+ ' 
: © s SO 
a * 


— ww 
bi 
¥.., 


4 


Cutier-Hammer tnc., Milwaukee, Wisconsin e Division: Airborne Instruments Laboratory e Subsidiary: Cut 


Hammer International, ¢ A. e Associates: Cutier-Hammer Canada, Ltd Cutler-Hamme Mexicana 


August, 1961—ELECTRICAL WHOLESALING 





CLEARLY 
IN 
THE 

BAG... 


~ "d A 
. ¥ Thy $ 
eS Stee OE 
«Aa: Beams sd rata baie TRL Brie 
Md rs xy . 
¢ : ; ‘ 


wre 
9 

- ap TTA 

Rt demain meat ee ores 


eke 


/ 


Cornish range and dryer cord sets are now in crystal clear polystiateaas . 
bags—first step in our complete repackaging program. m It’s Cornish for — 


the full, quality line—36, 48, 60 and 72” long...3 conductor round and — 


flat parallel cords. Range set ratings: 35 or 50 amps, 250 volts...dryer — 
sets, 30 amps, 250 volts. All wear the UL-SECC flag of quality.= Stock — 
Cornish range and dryer sets—now in modern polyethylene bags. 


H. G. Anschuetz* Ira L. Arkin Company* John M. Fincke Company* Heimann Company* Howard & Goepp Company® L. Morris Landers Co.* 
113-115 North 23rd Street 4929 North Damen Avenue 1848 North Main Street 1711 Hawthorne Avenue 1301 6th Street 251 Spring Street, S.W 


Philadelphia 3, 


Pa. Chicago 25, Illinois Los Angeles 31, California Minneapolis 3, Minnesota San Francisco 7, California Atianta 3, Georgia 
Arbeiter Company* 


Brenner Electrical Sales* Herman O. Gerdts Heimann Company* Everett Jones H. L. Linder Elec. Sales Co.* 


3721 Washington Avenue P.O. Box 51 415 Lexington Avenue 1401 Fairfax Trafficway 4040 Mayfield Road 3911 Joy Road 


St. Louis 8, Mo. 
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Houston 1, Texas New York 17, New York Kansas City 41, Kansas Cleveland 21, Ohio Detroit 6, Michigan 
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Carry Cornish — you're backed 
by 20 sales offices and 12 ware- 
houses for fast delivery, top 
service. Call your Cornish man = 
today. Cornish Wire Co., 50 © 97 


Church St., New York 7, N.Y. Sambi wonteas marked with wir sz fr quick conductor tentiction 


‘ 


Stout Electrical Sales Co.* The Sanderlin Company* Mills Talbot & Company* A. J. Nelson Company 
338 West Fourth Street 129 First Avenue West 1 Flint Street 710 E. Louisiana Ave 
Cincinnati 2, Ohio Seattle 99, Washington Rochester 8, New York - Denver 17, Colorado 
Paul Lumpkin Barger & Martin, Inc Mills Talbot & Company CORD SET ) - A. Norden, Jr 

702 Builders Bivd P.O. Box 10353 P.O. Box 4212 54 Moraine Street 

P. 0. Box 961 Char.1,N.C Pittsburgh 34, Pa Hamden, Connecticut “stocks avarlable Jamaica Piain 30, Mass 
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Open the door to more orders 
.. with General Electric 


fluorescent 
starters 


craic « 


1 Mail this handy G-E “Starter Selector 2 Call personally to deliver this 


Guide” to every prospect you have — it’s 
useful data for maintenance men. 

Enclose a letter offering him a “trouble-shooting 
chart” for fluorescent lighting, that he can hang up 
on his wall. Suggestions for this letter are avail- 
able to G-E distributors, from General Electric. 


impressive G-E trouble-shooting 
chart for fluorescent lighting. you 


make friends with most any maintenance 
man, when you give him this “Maintenance 
Guide for Fluorescent Lighting.” It tells him 


ELECTRICAL WHOLESALING—August, 1961! 





from maintenance men 
fluorescent starters 


GE STARTERS Give YoU 
SPECIAL PROTECTION 
AGAINST SHOCKS 


-E FS-4NA STARTE 


FOR NO-BLI 
OPERATION IN “ag 


OT. HUMID AREAS 





FS-4NA 
AUTOMATIC 
RESET 


~ 


GENERAL Sm... 


3 Offer him General Electric starters — 
how to spot and fix the most troublesome light the maintenance man’s favorite brand! 


ing problem. It shows him which G-E starters You're most likely to get orders with G-E starters. 

he needs, and where to get them (—from you!) They offer exclusive money-saving features. They 
The helpful chart puts your man in a recep- are advertised in ten magazines 

tive mood for a starter order — very often General Electric Company, Wiring Device Dept., 

leads to sales of other wiring devices, too! Providence 7, Rhode Island. 


| : . . 
Ask You? G-E representative to help iwudgetinon this Ssales-making progran 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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BUSINESS INDEX for MAY 1961* 





1954=100 


* 1954 =100° 
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_ NATIONAL SALES PICTURE: 
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NATION 


NEW ENGLAND 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 


*For electrical apparat 








us, supplies distributors; Source: Bureau of Census 
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SALES 
—-—-—(% Change)——— 


1961 


From From From 
May ‘60 April '61 1960** 


+12 3 


1 9 1 1 4 


**5 months 196! from 5 months | 960 





INVENTORY 
———(% Change)——— 


From From 
May ‘60 April ‘61 


8 0 
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Repeat Business! 
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SOLES GT 


we 


ROYAL Portable Cords 


stand out time and time again as the fastest selling cord line in the 

business! They give dependable performance and satisfaction to your 

customers time after time after time. The BIG line, too — Royal 

portable cords are made in rubber, neoprene, thermoplastic. Fixture 

wires. Lamp cords. Machine tool wires. Thermo cables. Bell wires os Geeetiete S 

Coaxial cables. And more. All packaged for easy handling in stock pOYAL ELECTRIC CORPORATION 
and on the job. They're “made right . . . to be right on the job” for PAWTUCKET, RHODE ISLAND 
repeat sales, repeat SALES, REPEAT SALES! Call your Royal repre- ical 


sentative today. Royal Electric Company (Quebec) Ltd., Pointe Cloire, Quebec 
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NEWS FOR THE 


INDUSTRY 





How's Business? 


Among electrical distributors: 


@ A cautious pickup in volume is underway 


@ Strong competition is putting the squeeze on profits 


@ An optimistic look forward into the second half of 
‘61 for increased sales—but with some hesitation 


This survey on current business con- 
ditions in the electrical wholesaling 
industry was conducted among 39 elec- 
trical distributors in 9 major market- 


ing areas throughout the nation 


LIMBING to rise above the re- 
cloud has been a slow 
and tedious task for the electrical 
wholesaling industry, thus far in ’61 
With the start of a 
for some, however, distributors are 
trying to leave the past behind and 
rely On a more optimistic second half 
to pull sales and profits above last 
year’s level. Several factors contrib- 
ute to the slow business recovery: an 
unstable copper market, an overly 
competitive price situation, a pick-up 
in construction in some and 
a drop-off in others 
Generally speaking, here is how 
business among electrical distributors 
looked at mid-year. On the West 
Coast, in the San Francisco and Los 
Angeles areas, business has showed 
the best improvement. Distributors 
here report that sales are up over last 
year’s level. One estimated an in- 
crease in volume between 5% to 10%. 
In the South, the picture has been 
just the opposite. Here, due generally 
to a slump in building construction. 
sales have been below last year’s level. 
In Dallas, wholesalers report a 10% 
to 20% drop below 1960. In the mar- 
keting center of Atlanta, distributor 
sales are off due to what has been 
called a “puzzling competitive situa- 
tion.” In the East, stiff competition 
has been a vital factor in holding 
down profit margins, but distributors 
report volume is increasing at a slow 
rate. The Nation’s Capital is suffering 
from a hangover from the building 
boom of ’59 which has created a dif- 
ficult competitive situation. In New 
York, thus far, 61 has been an up- 
and-down year, but volume has been 
on the rise and profit margins lower 
than last year at this time. 


cession 


new fiscal vear 


areas 
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In the Midwest cities of Chicago, 
Detroit, and Cleveland, business ac- 
tivity has been increasing at a con- 
tinuous rate and it looks as if ’61 
will top °60 levels both sales-wise and 
profit-wise. 

Over-all, electrical 
utilizing cost-cutting methods with a 
hopeful eye for a second-half boom 
towards increased sales and profits. In 
most cases it looks like a better year 
than °60, with higher volume but 
lower profit margins. 

Here is a market-by-market anal- 
ysis of business activity for the sec- 
ond half of 61 and some determining 
factors from business and industry 
e Les Angeles—Of those distributors 
contacted in this city, all reported an 
increase in business volume from ap- 
proximately 5% to 15%, although a 
clear indication of depleting profits 
was evident. “Our dollar volume, over 
the past 90 days, is up about 15%, 
and we look, in the months ahead, 
for an increase of business over what 
we're doing now. However, our profit 
picture is not so bright. Profit, over 
the past 90 days, is down about 212%, 
and the profit outlook for the up- 
coming months won't be any better. 
The drop in profit is not only an in- 
dication of increased competition, but 
seems to be a fitting sign of the times 
Profit can’t help but suffer a cut, 
considering that labor and matefial 
costs, as well as competition, con- 
tinue their upward course. It all 
points to the present, if but momen 
tary, sickness of the 

Regarding industrial accounts, one 
distributor had this to say: “We dis- 
tribute to industrial and larger con- 
tractors, and the picture isn’t as 
good as we'd like it. But there is 
definitely an improvement over the 
last 90 days—let’s say by at least 
10% but under 20%.” “Business is 
fair, but only that,” another whole 
Saler He also noted that 


about 5% 


wholesalers are 


business.” 


stated busi 


ness had been up across 


the board, as compared to the same 
time last year. 

e San Francisco—Golden Gate 
tributors echoed the sentiment of Los 
Angeles contemporaries. “Business is 
up since last year, generally.” “Busi- 
ness is good, it’s never been bad.” 
“The increase since about March has 
been about 10%, so business is prac- 
tically normal with last year.” 

Giving evidence that the recover) 
from the recent recession has been 
slow, one of the larger distributors 
said, “Volume-wise, business is not 
bad, but profit margins afe not too 
good. There has been a little pick-up, 
which started about the first of May 
As to the over-all picture, we're at 
least trying to appear Optimistic.” 
Going along with the theory that all 
distributors should “Go West!” ts an 
other optimism. “Business 1s 
up since last year, generally Up 
about 11% for the first six months 
and we should experience a 
ous increase, going along in line with 
present volume. Business has been 
constant, starting in January and right 
on through. So it should be up about 
11% for the entire year.” 

According to one San 
distributor, 61 has already 
in his books as a good yea 
business-wise. “It’s hard to believe 
but in this particular operation, we 
did not have bad business during the 
last six months. This year has started 
out better than 
e Dallas—A lag in_ construction 
work has hard hit electrical whole 
salers in this major market in the 
Southwest. However, hopes are hing 
ing on a predicted building boom that 
has not yet materialized. “The month 
of Mav was off about 20% as com 
pared to last year Up to then, we 
were about even with 60, which was 
not a good year. Usually, we're going 
great guns by now, but everything 
is about down equally. To counter- 
act this, we're increasing our sales 
force, and we've increased our sales 
effort.” 

“{ don’t think this year will finish 
equal to the last. If ll probably be 
10% below, and we're crying in our 
beer. Even so, I think our particular 
business has a much brighter outlook 
than the competition.” 

As for the competition, here’s what 
they had to “Business is lousy 
I’ve tried everything that’s honest and 
that still doesn’t get it. Our business 
hinges on construction, and I can't 
see how it will boom in the fall to 

up. The first three months 
vear, we were ahead in vol 
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KNOW YOUR 
SYMBOLS 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON! 


BullDoe’s general-duty 
safety switch-a star performer 








indoors and out! 


All BullDog general-duty safety switches, ineitherin- ... Plus, all current-carrying parts are silvered. And 
door or raintight enclosures, combine these outstand- with BullDog, you sell a complete line, competitively 
ing features for maximum safety and dependability: priced, that fills all over-the-counter calls for general- 
Minimum arcing —double-break switching duty safety switches. The switches are available in 
e Arc control—Vacu-Break® enclosed chamber both NEMA 1 and NEMA 3R enclosures. Challenge 
e Pressure contacts—Clainpmatic® spring action our field representative to prove these switches are 
. or write BullDog for details. 


Positive switching —direct handle operation the finest .. . 


wy ~~ 





BullDog Electric Products Division, |-T-E Circuit Breaker Company, Box 17 t 32, Mich. In Canada: 80 Clayson Rd., T to, Ont. Export Division: 13 Ea t.. New York 16, N. Y 


ar i |-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 
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WADSWORTH leads the WAY 


Most of our service entrance fusible panels are 
now equipped to meet the new N. E. C. code re- 
quirment. 


The electrical contractor needs only to furnish 
the proper size fustat or other type ‘‘S’’ fuse and 
install in Wadsworth panels. 


The flexibility of Wadsworth devices equipped in 
this manner allows the electrical contractor to: 


INSTALL RAPIDLY—ADD FUSTATS ONLY. 

NO LABOR COST INVOLVED IN ASSEMBLING 
COMPONENTS. 

NO INVESTMENTS IN SPECIAL BLOCKS. 

SUBSTITUTE AMPERAGE SIZES AS REQUIRED 
FOR THE JOB. 

MAXIMUM FLEXIBILITY AND ECONOMY 
THROUGHOUT. 


Buy Wisely Buy Wadsworth 


+ 


Sold only through leaving \XY/ADSWORTH Cbcltie 


MFG CO IN 


electrical wholesalers — ene. Ga ievaseits 








How’s Business? 
Continued from page 78 


ume. For the six-months picture, 
we're probably a little behind.” 

Reflecting last year’s business pic 
ture, one Dallas distributor stated 
“The first half was somewhat like last 
year. We're lacking big orders, since 
there’s no big construction work, but 
we're getting some commercial and 
small industrial work.” An immediate 
pick-up in business was not foreseen 
by this distributor. However, he did 
interject an optimistic note for the 
future. “We're not encouraged with 
the balance of the year after August 
and we're not impressed with the first 
quarter of “62. But after that first 
quarter, we can foresee a decided in 
crease for a number of years to 
come.” Looking into his crystal ball, 
this distributor has based his predic 
tions on the following: “Most users 
and distributors will have reached the 
bottom of their inventories by then 
and require manufacturing to do a 
lot of producing, it looks to me, from 
1962-65. 1961 will be a disappointing 
year but will end up with a reason- 
able profit. One of the things we're 
doing is encouraging larger suppliers 
to bring small manufacturing plants 
to our area.” 

One final word from another Dal 
las distributor gives evidence that 
business could be better. “The slump 
is general, across-the-board, and 
about 10% below last year, which, for 
us, Was not an exceptional but a good 
year. But I think we'll finish the year 
as good and probably better than the 
first six months. The trend is in that 
direction.” 


Highly Competitive 

In Atlanta, Georgia, electrical dis 

tributors have been confronted with 
a highly competitive situation which 
has resulted in low profits. Expecta 
tions among some distributors are that 
some will survive the crisis and come 
out on top while others will be swal 
lowed up in the onslaught for more 
volume. 
e Atlanta “Business is off con 
siderably, both in volume and profit 
This is due primarily to the highly 
competitive price situation we are 
in a give-away market. As for the 
outlook, things are going to get worse 
before they can get better — there 
will be some ‘weeding out’ of whole 
salers. When that takes place, we will 
expect better business.” 

Another distributor put it this way; 
“Business is horrible, and the princi- 
pal cause is a puzzling competitive 
situation. All of our competition is 
good — there are no more fly-by 

Continued 


ELECTRICAL WHOLESA:ING—August, 1961 





Goeniuin 
a " 
Faw 
Pret TOOLS 
POWER ORIVES PIPE MaCcHIMNtS 


5. Sh of Electrical Contractors, 
G5Sh of Chief Electrical Men, 


lé % of all Plant Maintenance Men 
PREFER Eel Eee ES TOOLS 


... Stock and Display them 
for Steady Repeat Sales! 


an te) oe ee ae 
EES x eee Hast oe: 2 ety 
> se 


But that's not all... 


This year 7,341,194 RIGID sales messages will be read by your cus- 
tomers in 18 electrical and maintenance publications. 


Two new RIGA(D Conduit Benders are being introduced. These, you'll 
agree, are sure sales items! 
Why not send us your order today! 


Be sure to include o RIGID 
No. 60 Display. It's FREE; you pay 
only for the tools! 
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night outfits; these have ail vanished 
So, it seems to me, we're going to 
have to knuckle down and make 
living net profits such as we knew 
five Or six years ago are gone.” 
The problems of competition and 
steadily increasing operating ex 
penses are common among many dis 
tributors within and surrounding the 
Atlanta market, and indications are 
that the picture will not brighten for 
some time. “I see nothing in the cur 
rent business outlook to indicate any 
immediate change,” one distributo! 
summed it up. 
e Washington, D.C.—In the North 
east, distributors are also contending 
with the problem of too much com- 
petition. However, it has become more 
of concern in the capital than in the 
New York area. A sharp drop in con 
struction and deep price slashing have 
been branded the major causes for 
the decline in profits. “You've got to 
do a lot of business to make a 





profit,” said one distributor. One oft 
the harder-hit wholesalers said, “We 
just can’t meet those crazy prices. 
Through June, volume is down around 
30% from last year.” 

Earlier in the year the bigger dis 
tributors looked for the competiiive 
squeeze to ease by summer. It hasn't 

and they are beginning to make price 
reductions also. “We’re going to start 
cutting prices soon, too,” said another 
D. C. distributor, “and that means 
we're going to have to do twice as 
much business.” 
Ot those distributors contact 
I EVITON most look forward but with some 
d hesitation to the second half of 
" the year for increased volume. They 
Switches and Re + tacles feel the demand outlook is good, but 
cep they can’t pin down where increased 
activity will come from. One whole 
Compare Leviton wiring devices under any conditions . . . Leviton gives you saler points to increased volume 
the utmost in performance at minimum cost... with absolutely no compromise construction materials. Yet, distribt 
in quality. tors who are usually waiting arour 


this time for increased demand 


SPECIFICATION \ CHECK THESE TYPICAL FEATURES residential building are not so opt 
GRADE © Heavily sectioned molded phenolic bases. mistic. One reason they cite 


e Full gauge straps, completely rust proofed continuing tight money market 


INCLUDES pe 


e Plaster ears wide and break-off types. 


riveted to assemblies. 


One significant sign is lower in 
tories for most dealers. According t 


e Terminal screws with large heads to ‘ 

“ep Ta ae ; = yne distributor, “With business in th 
5000” Line accommodate No. 10 conductors and backed one dist : : we ; 

it for quick wiring. shape it's a necessity to have ther 


Combination Line lndivideally sached with mounting 001 low.” 
Lev-0-lock Line attached to straps . 
All switch . utili high grade ‘61 Looking Up 


. . . swi mechani lize grad 
Quickwire Line ronze for wide, double wiping contact 
y dine Devi . bl E> On the brighter side of the picture 
- sembiie riveted I yermanence, . 
Erounding Vevices AN e1 ' : toubl in the Northeast area, New York 
: ll power outlet ave double-wiping 
Interchangeable Devices shadeher teens contacts. electrical distributors, for the most 
Lev-0-let Line e¢ J.L., C.S.A. and Federal Specifications. part, are surpassing 1960 levels i 
volume. And profits are picking up at 


T he Compl te 


a steady pace also 
e New York—One optimistic distrib 
LEVITON MANUFACTURING COMPANY utor feels that the volume-profit ris 
BROOKLYN 22, N. Y. will continue for the duration of the 
year. “Business has been very good 
Chicago * Los Angeles * Leviton (Canada) Limited, Montreal Both our volume and profits are 20 
vire and cable contact our subsidiary: AMERICAN INSULATED WIRE CORP above last year’s level at this time, an 
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New Amprobe demonstrator helps your customer convince 
himself by simulating conditions he encounters on the job. It’s 
a “door-opener’” that helps you turn every outlet into a sale 


Portable case plugs into outlet to activate mock-up motor, fix- only for transparent instruments, less your regular discount 
ture, relay, switch panel and outlet boxes. Serviceman reads Amprobe Instrument Corp., Lynbrook, N.Y.— Canada: Atlas 
current, voltage and resistance with Amprobe RS-3; traces con- Radio Corp., Toronto, Ont.—Britain: H. J. Baldwin Co., Ltd., 
ductors with Cable Tracer. The Demonstrator is free. You pay London, England. Export Cable Address: Amprobe Lynbrook 


AX amproe INSTRUMENT CORPORATION 
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A SMALLER 200-AMP BREAKER—FITS 
IN HALF THE SPACE OF THE ONE 
YOU’RE USING. You can save several 


inches of panelboard space (and a number 
of dollars) by using Heinemann’s SE-33 
circuit breaker. It’s only half the size of 
comparably-rated breakers — and costs 


even less than most equally-rated fused 


equipment. Other advantages are magnetic 


actuation (no troubles with high ambient 
temperatures) and pressure-type solder- 
less connectors (for copper or aluminum 
conductors in sizes from +6 to +250, CM, 
CU/AL). A two-pole breaker, the SE-33 
comes in standard ratings from 125 to 200 
amps, 120/240V, AC. Also available in its 
own indoor or outdoor enclosure. Details 


are in Bulletin 1003. Write for a copy. 


HEINEMANN ELECTRIC COMPANY, 152 BRUNSWICK PIKE, TRENTON 2, N.J. 


last year wasn’t too bad a year, nor a 
good one either.” Another New York 
distributor chanted the same phrases 
“Although competition has been keen, 
we have been doing better business 
for the first half of ’61 than for the 
same period last year. Both our vol- 
ume and profit are up and we expect 
this trend to continue throughout the 
rest of the year.” 

But not all distributors in the New 
York City area have had such ex- 
cellent results in °61 thus far. Accord 
ing to another distributor, “Due to the 
very competitive situation, sales have 
been down 15% to 20% as compared 
to *60. Needless to say, our profits 
are way below last year’s level.” 

Another distributor reported that 
profits are improving and is looking 
forward to a better half in ’61. This 
is the general outlook among distribu 
tors on the East Coast. 


Slow But Sure 


In the Great Lakes cities of De 

troit, Cleveland and Chicago, business 
is generally on the upward move but 
at a slow pace. Profit squeezing and 
collection problems are evident, but 
offsetting these are a pickup in con- 
struction, plant expansions and mod- 
ernization, and *62 auto industry pro 
duction. 
e Chicago—tThe typical attitude of 
business in the Chicago area among 
electrical wholesalers is evident in the 
words of this distributor, “Our busi- 
ness is about the same as it was this 
time last year. We're getting our 
share but not setting any records. The 
overly competitive situation has hit 
us about as hard as anyone and 
we’re turning down a lot of business. 
Doesn’t seem to be much sense in 
doine business that’s going to break 
you.” 

Turning down business is common 
among some Chicago wholesalers, due 
to stiff competition. “This competitive 
situation has us turning down business 
we can’t make money on. The situa- 
tion may be a little better as business 
in general stabilizes and we can all 
afford to take a harder line on prices 
Also, something better be done about 
these delivery charges. Five per cent 
is absolutely impossible.” 

However, some Chicago distributors 
are faring better than others. “We're 
about 25% ahead of last year and 
improving. Big boost for us is in the 
industrial building and remodeling 
areas. We're getting a big piece of 
this market with about the same sales 
force. Things are not so good, how- 
ever, that we’re thinking of taking on 
any extra salesmen.” Even though 
some distributors are in the black, 
there are other problems to contend 
with. “We’re ahead on volume and 
profit compared with last year. There 
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COMPARE* 


BLACKHAWK’S COMPLETE LINE OF 


E.M.T. FITTINGS WITH ANY ON THE MARKET 


Compression Type Raintight E.M.T. Connectors Available in 
sizes: 4", %", 1 1%”, 1%", 2 
Compression Type Raintight E.M.T 
sizes: 4", %", 1 1%”, 1%", 2 
Snap-Strap for E.M.T 
1%", 2 


Couplings — Available in 


— Available in sizes 


Blackhawk Offset E.M.T 
Me 


5. Set Screw Type E.M.T. Connectors — Available in sizes 


Connectors Available in sizes 


6. Set Screw Type E.M.T. Couplings — Available in sizes 


Your customers will appreciate Blackhawk quality 


Blackhawk E.M.T. fittings have full, true, perfect 
threads for ease and speed of installation. Bodies of 
heavy steel or malleable iron cadmium and zinc 
finished to eliminate corrosion on the unit itself 

Blackhawk Set Screw Type E.M.T. fittings are 
precision made of steel. Large captive screws. Bright 
zinc finish. Truly the speed-type fitting that con 
tractors demand 

Blackhawk famous Snap-Straps save time and 


labor for electrical contractors. Made of heavy gauge 
steel zinc plated after fabrication, it is designed to 
fit thinwall conduit. It snaps tight, holds its grip 

Scientifically formulated die cast alloy off-set fit 
tings are proved to be real labor-saving devices 

Quality controlled at every phase of manufactur 
ing, Blackhawk small, easy to use fittings will save 
your customers time and money on any electrical 
job 


Send this coupon for your free sample today 


4 


Please send my free sample of Blackhawk fittings 


Name 


| 
i 
" Address 
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State 


BLACKHAWK INDUSTRIES, Dubuque, lowa 


Where the new ideas come from 


~--------- - +1 





keep those . 
te/ephone orders 
coming from far. 

and 


INDUSTRIAL 
OM OLES 


a LONG, LONG profit 


Koiled Kords retractile cords 
have innumerable applications 
in industry. By maintaining a 
minimum stock of the most 
used sizes — which we will 
help you select — your 
telephone orders should bring 
you steady, highly profitable 


business. Ask us for details. 


*Trademark 


Koiled Kords .....\ G 


-. 
A Subsidiary of Whitney Blake Compan, a 
NEW HAVEN 14, CONNECTICUT We'll gladly send 


you this complete 
catalog FREE 
Telephone: CHestnut 8.5515 TWX NH-84 on request, 


are, however, some problems. Com- 
petition is squeezing our profits, and 
we're running ahead on collection 


| problems.” 


e Cleveland—In one of the nation’s 
leading electrical cities, the business 
upturn has been slow but most dis- 
tributors reported a fair increase in 
sales and profits over last year’s level 

“Business seems slow, but when 
you add up the figures you find out 
you’re doing a little better — run- 
ing a little ahead — of last year,” 
said one Cleveland distributor. “Con- 
struction is off and contractor sales 
are off,” the same distributor added 
Another noted that all lines are mov- 
ing well, with the exception of traffic 
appliances, “which are very competi 
tive and ‘undesirable’ right now. It 
looks like we'll have a good fall, a 
good Christmas and a good year 
e Detroit—A slowdown in general 
business conditions has contributed to 
a loss of sales in the Motor City, but 
plant modernization and the start of 
production on the “62 line of auto 
mobiles in the fall are expected to 
bring sales to slightly above last year’s 
level 

“Poor business conditions generally 
have led the electric supply business 
to a point about 15% below last year’s 
level. There has been little building 
in Detroit, where business is badly de 
pressed in general, and from where 
industry has been moving to other 
parts of the nation. The unstable cop 
per market has also been a factor 
Things are beginning to pick up a bit 
now, however, and we look for busi 
ness to pick up to where it was last 
year.” 

The opposite viewpoint was ex 
pressed by this distributor. “We do 
not hear our contacts speaking of 
much new work in the second half 
of the year, and we expect business 
to fall off to last year’s level. In 
fact, the effects of this dropping off 
are very definitely being felt right 
now. 


The Year Ahead 


In this comprehensive report from 
electrical distributors in the nation’s 
key marketing areas, it looks as if 
1961 will be a good year of recovery 
from the recession. However, there is 
no expected boom or resurgence to 
the high pre-recession levels of two 
years ago. Profits will be smaller with 
an accompanying increase in volume 





How many electrical appliances work 
for U. S. families? Most families have 
at least 13 different appliances. Who 
uses how much? Industries account 
for 48% of total electricity sales: 
homes use 287. 
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= Type CR1 
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welds a permanent 


electrical connection 


easily and economically 
to any copper conductor 


or steel structure ge Weld anywhere with light- Pour powderinto mold, tap. Close cover, ignite with flint 
: weight THERMOWELD. Starting powder won't mix gun. THERMOWELD forms 

Self-contained, needs no with welding powder, as- liquid copper which fuses 

external source of power. sures positive firing. conductors into solid mass. 


NORWALK, CONNECT. @ BICC-BURNDY Ltd., Prescot, Lancs., England @ In Continental Europe: Antwerp, Belgium @¢ TORONTO, CANADA 





EXTRA 
VALI 


FASTI 


“NERD 


DIAMOND 


e 


* PaT 


ENTED FEATURE: 


Wings Form Truss; 
Don’t Bear on Bolt. 


KEYSTONE® 
EXPANSION SHIELDS 


oe 


* Exclusive Nutstop 
Prevents 
Nut Pullout. 


DIAMOND-P-® 
LAG SCREW SHIELDS 


Exclusive 4-Directional 
Expansion Fits 
Irregular Holes. 


HOLLOW WALL 
ANCHORS 


*5 Times 
Greater Thread Area... 
No Stripping! 


DHD® HAMMER 
DRIVE ANCHORS 


_— 
gee 
Ca 
* Exclusive Internal 


Ribs Provide 
Maximum Expansion. 


‘Red Séal® 
CALKING ANCHORS 


Ls 


* Exclusive Red Fibre 
Disc Keeps Dirt 
Out of Threads. 


PLUS 
More Than 
500 Other Items 
With “Built-In” 
Extras 
PLI 
Exclusive Pole Line 
Hardware 





FREE SAMPLES 


> 
DIAMOND 


NEMA Adopts Principles Code 


"Statement of Principles" is said to suggest sound guide- 
post for observance by all members of the industry. 


“STATEMENT OF PRINCI- 
PLES” to guide _ electrical 
manufacturers in compliance 
with the antitrust laws has been 
adopted by the Board of Governors 
of the National Electrical Manufac- 
turers Association. The statement em- 
bodies principles which are suggested 
as sound guideposts for observance by 
individual companies: 

“The electrical manufacturing in- 
dustry is dedicated to the service of 
our country and its citizens. It is 
proud of the fact that electrical manu- 
facturers, through research and de- 
velopment, have made electricity to- 
day’s greatest bargain. Compared with 
an average cost in 1900 of three cents 
per kilowatthour, the cost in 1960 
was approximately $.01%, even though 
the cost of living increased during that 
period by 275%. 

“Electrical equipment has _ been 
basic to national security and defense, 
the growth of cities, the expansion of 
commerce, the productivity of the 
farm, the conveniences and comforts 
of the home, and industrial progress. 
Electricity is vital to the nation’s 
future. 

“Recent events have given rise to 
widespread discussion among govern- 
ment officials, leaders of the business 
community, and the public generally 
as to compliance with the law in in- 
dustry. This discussion has been par- 
ticularly directed to violations of our 
nation’s antitrust laws. 

“The National Electrical Manufac- 
turers Association has, traditionally, 
divorced itself from the commercial 
problems of the individual companies 
which it represents, believing that 
such problems are peculiarly inappro- 
priate for group action or discussion. 

“As a trade association, however, 
we cannot escape—nor do we wish to 
escape—a degree of responsibility for 
compliance with the law in our in- 
dustry. 

“It is our belief that a system of 
free enterprise can survive in this 
country only so long as the products 
of industry are priced fairly and com- 
petitively. That‘principle has been at 
the bottom of this Association’s vigor- 
ous and faithful observance of the 
laws. 

“For all of these reasons, the Na- 
tional Electrical Manufacturers Asso- 
ciation issues this Statement of Prin- 
ciples as a reaffirmation of its own 
traditional policies, and with the in- 
tention and hope that it may assist 


individual companies—whether in the 
electrical manufacturing industry o: 
in other industries—to observe those 
tenets of good business conduct which 
the law requires and those which are 
dictated by reasonable standards of 
ethics and morality. This Statement of 
Principles will be published and dis- 
seminated to the members of this As- 
sociation and to all other electrical 
manufacturers, and it will be recom- 
mended that members of NEMA 
adopt and support these Principles 


Preamble 


“It is the responsibility and privi- 
lege of the members of the business 
community, as it is of all citizens, to 
observe the laws of the land. While 
all men, and all organizations, have 
a right to petition the Congress for a 
change in the laws, no man, and no 
organization, has a right to substitute 
individual judgments for those princi- 
ples of behavior which are to be 
found in the law. Any other course 
can lead only to a collapse of order 
and to a deterioration of that system 
of government by law which is the 
foundation-stone of the United States 

“Unless the business community 
recognizes and accepts that responsi 
bility and that privilege, a written 
code of ethics or statement of prin- 
ciples is of no more value than a 
scrap of paper. 

“Recognition and acceptance of the 
antitrust laws are of particular im 
portance to the community of bus 
nessmen and industries, for in those 
laws is to be found the charter of free 
enterprise. Those laws are intended to 
provide the basis for the right of self 
regulation by means of free and open 
competition. Their violation may un 
dermine the economic system which 
our corporate society has struggled to 
protect against the encroachments of 
imposed regulation. 

“It has not been and is not the 
function of this Association to con- 
cern itself with the pricing of its 
members’ products. Such a _ course 
might, in itself, constitute a violation 
of the antitrust laws.” 

The principles suggested in the 
statement are considered sound guide- 
posts for observance by individual 
companies 

Statement 

“It is the obligation of each busi- 
ness enterprise in the electrical manu- 
facturing industry: 
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KNOW YOUR 
SYMBOLS 


c BullDog Duplex Pushmatic— 


symbol stonds 
ircuit breaker 


Still the 
leader in 
residential safety 
and convenience! 











The leader in safety . . . BullDog’s 
Duplex Pushmatic* circuit breaker pro 
vides two protective systems in each cir 
cuit. A thermal control teams up with a 


AL ‘ 
THERM magnetic coil to assure maximum prote: 





Thermal device tion under any residential operating condi 
1 


tion and to avoid nuisance tripping. Bolted 
bus-bar connection assures tight, positive 
contact that prevents overheating. This 
maximum electrical safety is your best 


1! 


protection against costly trouble calls 


The leader in convenience .. . the 
Duplex Pushmatic puts two general-pur- 
pose circuits, 15 or 20 amps, in the panel 
space of one—provides maximum circuit 


flexibility with smaller, less expensive 
Separate ¢ 

a oe yanels. And the Duplex is the on/y breaker 
t e ; 

curt of the 

Duplex— trig 

nstantly in the . “- 
event of a Also, a tripped breaker can be identified 
hort t 


with exclusive pushbutton convenience 


instantly by sight or touch, resets with a 
push of the finger. For complete details on 
Pushmatic breakers and panels, write for 


en your ““Pushmatic Pocket Guide’’ — it’s free! 


BullDog Electric Products Division, |-T-E Circuit Breaker Company, Box 177, Detroit 32, Mich. In Canada: 80 Ciayson Rd., Toronto, Ont. Export Divis 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 








MORE REASONS Y (1) To design and manufacture 
good products and to market 


them at fair prices commensu- 
rate with the quality and values 
offered. 


4 y SELLING FURNAS ELECTRIC * agp a — = 
improve existing products in 


order to provide better values 
for customers and the nation’s 


changing needs. 
performance and characteristics 


and other values of its products 

To jealously guard its freedom 

and independence in marketing 

and pricing its products and to 

oe . take care to see that it does not 

, The extensive Furnas abdicate its authority and re- 
line, with many exclusive sponsibility to any competitor; 


features, means higher and to accept and support the 
profits for you. principle that competition, and 
the survival of the free enter 
prise system, presupposes the 
free and competitive pricing of 
goods and commodities 
To determine independently the 
prices to be charged for its 
products, and all terms and 
conditions of sale. Any agree 
ment or understanding among 
competitors, whether oral or 
written, concerning their prices 
or price policies or terms of 
Size 0 Size 0 Size } sale, is a violation of law, a 
Class 15C# 4c Class 15D* violation of this Statement of 
Principles, and an act of busi 
ness immorality. The single ex 
ception is a good faith negotia 
tion for an agreement of pur 
chase or sale. 
To gather competitive and 
market information necessary 
to the intelligent conduct of a 
business enterprise only through 
legal and proper channels 
To accept as a function and re 
LOWER COSTS—Magnetic Starters are available in 9 choices | sponsibility of management the 
in place of 5 in the range up to 50 HP—440V. This provides ccuceten Of cee and its em 
many opportunities to offer starters with a price advantage t ee” tmp ogee doen 
> ge to trust laws and to take such steps 


the Distributor and his customer. as may be appropriate in each 
individual case to ensure com 
LOWER INVENTORY INVESTMENT—Dual Voltage Coils at no pliance with those laws at all 
additional cost means you accommodate more Magnetic Starter levels and to promote an aware 
requirements with less inventory dollars invested. SS 
which corporations have as citi 

zens 














BETTER PROFITS—Because of this unusual combination of more 
sizes to choose from and a more favorable dollar-turnover rate, 
Furnas Electric Distributors enjoy better profits. To get the full Electrical Show Set 

story, ask for Distributor Portfolio $5412. A101 LOS ANGELES—Dates for th 

. . J - ates oO C 

; “ aes lith Biennial Electrical Industry 

Write today — 1069 McKee St., Batavia, Ilinois Show have been set for March 28 3] 

1962, at the Shrine Exposition Hall, 

Los Angeles. According to Charles H 

& Hays, chairman of the show, the rapid 

market growth in the 13 western states 

: ie will make this the biggest show in the 

ELECTRIC COMPANY © Batavia, Illinois history of the sponsoring Electrical 

ENTA Maintenance Engineers Association of 


NTATIVES IN ALL PRINCIPAL CITIES 
California. 
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1. ROYAL FUSES... 2. ROYAL CORD SETS and 


EXTENSIONS... 3. ROYAL WIRING DEVICES... 


4. ROYAL WIRE and CABLE! BIG selection and big profit 


potentials are yours when you stock and sell these popular Royal lines. Erectric 





en essociate of 


Known nationally for quality, Royal has earned its reputation through 
top performance and dependability. Royal gives you 4 fast-selling lines ROYAL ELECTRIC CORPORATION 

; . , P E ND 
that really mean BIG business with BIG turnover — each item is AWTUCKET, RHODE ISLA 


In Canada 
priced to sell and packaged for easy handling in stock. Call your Royal — Royal Electric Company (Quebec) Ltd 


Pointe Cloire, Quebec 


representative today! 
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You'll like the “jig time” installation of a Porcelain 
Products mast kit. Each element in every kit, from 
the clamp-on entrance cap to the slip-fit offset 
reducer, speeds the job of putting up a service 
mast. The new boltless flash-plate in the 2075 
kit as illustrated above supports the mast at roof- 
line and eliminates blocking between the rafters. 


— 


AND NOW... the newest timesaver...in the 2085 
kit is a split-clamp hanger with sideways adjust- 
ment. The ‘‘Adjusto-clamp” permits you to straight- 
en mast after installation, or align mast with 
meter socket. It’s the only adjustable clamp on the 
market. Included as standard items in all 2085 
kits and available separately for 2’ or 242” pipe. 
Specify Cat. No. 7542 for 2’, 7543 for 242” pipe. 


PORCELAIN PRODUCTS CO. 


225 N. PATTERSON ST. 


CAREY, OHIO 


Business Report: 





Steady, Rising Volume 
Will Set Business Trend 

This report was prepared by the 
McGraw-Hill Department of Econ- 
omics. 

HIS month’s report on the busi- 

ness outlook reaffirms earlier pre- 

dictions of a steadily rising vol- 
ume of general business activity into 
1962. More than that, however, it 
carries convincing evidence that the 
industries hardest hit by the past re- 
cession will shift into higher operating 
gears in the months ahead. 
e Auto Sales—For the auto industry, 
for example, new car sales will move 
sharply upward in the current quarter. 
And a look at 1962 reveals a near- 
record auto sales year. Significantly, 
this particular outlook for passenger 
cars is based on a conservative esti- 
mate of the economy’s expansive 
forces. It assumes that consumers will 
not develop a boom psychology in the 
immediate future. Chances are ex- 
cellent that the auto industry’s per- 
formance will live up to expectations 

The situation facing auto producers 
as they enter their new model-year 
typifies the challenges durable goods 
producers now face: cars of relatively 
recent vintage preponderate on the 
nation’s highways today; as a result, 
the replacement market is a secondary 
factor in the auto sales outlook. At 
the same time, increases in family 
incomes in the near-term future may 
not be sufficient to launch consumers 
on a new car buying binge. Clearly, 
new autos—and durable goods, gen- 
erally—will have to be sold on their 
merits. 

Nevertheless, the evidence suggests 
that they can be sold in near-record 
quantities. For, the number of people 
on employment rolls will increase con- 
siderably in the months ahead. And 
wage rates are certain to move up, 
even if modestly. Thus, total dispos- 
able income will rise, giving more 
consumers more money to spend. 

In addition, there is reason to be- 
lieve that consumers are already in a 
position to make major purchases. In 
recent months the proportion of new 
cars purchased on the cuff has declined 
considerably—partially, at least be- 
cause consumers can afford to make 
sizeable outlays without credit. Those 
who use credit have reduced their 
outstanding debt and will soon be able 
to make new installment purchases 
These are encouraging prospects for 
durable goods producers with eye- 
catching products to sell. 

With such factors in mind, auto 
dealers now expect to end 1961 with 
5.9 million new car sales (including 
375,000 foreign cars). For 1962, how- 
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New from Johns-Manville! 
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Now! Sell the finest plastic tape... 
in the handiest dispenser! 


THIS BRAND-NEW DISPENSER 
makes handling plastic electrical 
tape far easier than ever before! 
Far safer, too, because the cutter is 
permanently shielded can't snag 
hands or clothes 

From beginning to end, your cus- 
tomers will save time and trouble 
with J-M Dutch Brand Plastic Elec- 
trical Tape in this great new dispen- 
ser. And they will like all ten of the 


*» 


ae 
() JOHNS-MANVILLE 9} 


mportant advantages shown on the 
right 

But, see for yourself! Get all the 
facts on Dutch Brand® Plastic Elec- 
trical Tape in the handy new dis- 
penser from your J-M Dutch Brand 
man. Or write or wire E. H. Wells, 
Vice President, Dutch Brand Divi 
on, Johns-Manville, Box 359 New 
York 16, N. Y. In Canada: Port 
Credit, Ont. Cable: Johnmanvil 


JON NS - MANVILLE 


DUTCH BRAND ELECTRICAL TAPE 


TEN IMPORTANT ADVANTAGES! 


i Permane fiy shielded cutter! 
s. No me ng parts f< snag hands 
lothes! s. Can't dull o7 cle 
4. “Tape-and-tear” with one hand! 
8. Special “grip-strip” for faster 
starting! 6. Full 66’ of finest plas 

tic electrical tape made! 7 
loaded ready te gt ' a. 

tape against dirt, grease 

center hole for easy handling! 
COSTS NO MORE THAN TAPE ALONE! 








BOSS ELECTRICAL ENCLOSURES 


/ NEMA Type 12 Single Door 


When you need consistent high quality and 
dependable, fast delivery, call for BOSS 
electrical enclosures. 
BOSS J.I.C. and NEMA wiring boxes, trough 
and wireway provide protection against oil, 
water, dust or dirt. All BOSS boxes and 
wireway are phosphatized before baked 
enamel finish is applied. 
“Specials” are quoted promptly, fabricated 
accurately to your specifications and serv- 
iced for quick shipment. 
Write for catalog which shows the complete 
Oil Tight Console line of BOSS products carried in stock for 
immediate shipment. Sold through leading 
electrical distributors everywhere. 


Complete Line of Fittings 


Y 


J.C. Wiring Box a 
and Panel 1.1.C. Wiring 
Trough 


Oil Tight Pushbutton NEMA Type | 


THE HUENEFELD CO. ENGINEERED PRODUCTS DIVISION 


2703 SPRING GROVE AVE CINCINNATI 25, OHIO 


ever, they foresee sales volume sweii- 
ing to 6.5 million new cars (with 
350,000 imports included) 

[To meet next year’s sales expecta- 
tions and to replenish stocks, auto 
production will have to rise substan- 
tially in the new model-year. For the 
final quarter of 1961, U.S. auto pro- 
ducers now anticipate an annual out- 
put rate in excess of 7 million cars 
Compared with 5.5 million new cars 
now calculated as total U.S. produc 
tion for 1961, next year’s output is 
likely to total 6.7 million automobiles 
That output level will rank 1962 
among the best years in auto produc 
tion history. 

e Steel—The projected increase in 
auto production is welcome news 
to steel producers, of course. Steel 
output, which has risen sharply since 
the beginning of 1961, is likely to 
make further gains before yearend 
And sizeable increases in auto produc 
tion and increases in output in other 
teel consuming industries are again 
likely in 1962; clearly, the trend for 
steel mill output is upward. As now 
estimated, steel output for 1961 will 
total 100 million ingot tons. Next year, 
however, production is likely to in 
crease to 115 million ingot tons. At 
that output level steel mills will be 
operating well below their preferred 
capacity rates. Nevertheless, produc 
tion will fall just short of that for 
1955, the best steel year in history 
e New Houses—Another major econ 
omic sector likely to exhibit new life 
by yearend is homebuilding. And it, 
too, will continue to expand into 1962 
From a relatively low 1.3 million 
annual rate this spring, new housing 
starts are likely to increase to 1.45 
million by the end of 1961. The in 
dustry was disrupted by an unfore 
seen market shift. Demand for single 
family homes dropped while the 
market for apartment dwellings grew 
sharply. Homebuilders lost sales while 
adapting to this change. They have 
weathered these _ difficulties Their 
awareness of new markets and 
liberal supply of mortgage money 
promise that homebuilders will share 
in the economic growth ahead 

e Nondurables Nondurable goods 
industries, whose growth trends were 
interrupted by the business slump, also 
will revive in the months ahead; and 
in 1962 the nation’s more rapidly 
growing soft goods industries are like 
ly to match the gains that have made 
them outstanding performers in recent 
years 

The chemical industry's markets for 
1961 were reduced by cutbacks in 
industrial production and homebuild 
ing. As a result, the industry is likely 
to register only a 5% output increase 
this year. But with business on the 
upswing, the increase in output of 
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Here’s how to increase your share of the profitable outdoor lighting market 


Sell the architect /engineer 


Architects and consultants have relied on the engineered and accessories on the market. You save tims 
performance and efficiency of Revere outdobr lighting on single-order pricing and billing, and 
equipment for over thirty years call-backs are ended 


; 


They know that Revere is the line that’s always When you offer Revere, you auton 
designed up to a performance level, never down to a your customers the services of the Revere engineering 
price level. They know that a Revere specification gives department which willingly undertakes cial product 
their clients all of the light they pay for delivered design projects to satisfy the critical ren ; 
where they want it architects, consulting engineers, and ligl 

When you offer all of the components for a job from Let Revere help you sell the architect/engi 
Revere’s complete catalog, you can be sure they're start increasing your outdoor lighting profits 
design matched for peak lighting efficiency and struc today for the complete Revere Outdoor 
turally matched for strength, balance and trouble-free Catalog. And ask your Revere salesman fo! 
installation. The architect/engineer can choose from the eration in helping you sell outdoor lightin 


widest range of quality luminaires, poles, transformers. architect/engineer 


GOUTDOOR wah Bncyhyindlalilionatine 


Revere Electric Mfg. Co. © 7420 gh Avenue Chicag 


Long Distance Phone: NI les 


sell the sell the sell the 


sell the 
architect /engineer electrical contractor plant electrician 


owner/developer 





N 


6 ‘ 
PP 3S 
~2 


2 is 


BRIDLE YOUR HORSEPOWER WITH 


NEOPRENE 


There’s now a multiple conductor Bronco cable for just about any control application you care to 
name. Any application where you've got to have out-and-out dependability, that is. They all have 
the famous Bronco 66 jacket, the jacket that is certified by a Registered Professional Engineer to 
contain not less than 67.32% neoprene—highest content in the industry. This is what makes 
Bronco 66 so highly resistant to oil, sunlight, ozone, abrasion, acids and other chemicals. Bronco 
66 Station Control Cables also have a color-coded Neoprene jacket over the rubber insulation on 
each single conductor. They are built to meet |.M.S.A. (International Municipal Signal Association 
Specification No. 5. Bronco 66 Portable and Shielded Control Cables have heat-resistant rubber 
insulation, vividly colored, coded in accordance with standards set down by N.E.M.A. and |.P.C.A 
Bronco 66 Portable Control Cables are among the few that have U.L. approval (standards applicable 
to sizes 18 through 10 with any number of conductors). Bronco 66 Control Cables are made with 
from 5 to 60 conductors. They range in size from 18 through 2. Most popular sizes are carried in 
stock in a nation-wide network of warehouses. Outer protecting jackets are branded every two feet 
exactly. Type, size, number of conductors, rated voltage are molded permanently into the jacket 
by a patented* Bronco process so they can’t be rubbed off. Write for the Contro! Cable section of 
the Bronco Catalog; some folks find it a kind of impressive roundup 


*U.S. Patent 2867001 





BRED FOR STAMINA 


l 
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chemicals and allied products will be 
about 9% for 1962. Plastics will be 
among the sharply improving product 
lines. Drug production will also show 
a healthy rise. 

The petroleum industry, in contrast. 
will register only modest increases in 
business while other industries _re- 
bound strongly. Overall petroleum de- 
mand this year will show about a 
2% increase; and for 1962 a further 
3% increase is likely. Since petroleum 
stocks remain excessive, output will 
have to be geared closely to demand 
if additional inventory accumulation is 
to be avoided 


Retail Trade Picture 


Increases in overall industrial pro- 
duction will be supported by greater 
consumer retail buying. Including im- 
proved auto sales, retail sales by mid 
1962 are likely to be 5% above their 
current level. This is a fairly impres- 
sive gain in retail trade dollar volume 

All consumer goods will not, of 
course, share equally in the increase 
Most will, however, make at least mo- 
dest gains. In contrast to auto pro- 
ducers, who expect sizeable sales gains 
housewares and home _ appliance 
makers are expecting only modest in- 
creases in consumer demand in the ap 
proaching months. But sales prospects 
for these goods may improve with the 
upturn expected in new home con 
struction. 

The facts of the economic outlook 
clearly indicate that a balmy, but not 
quite boomy, business climate will 
greet you on your return from vaca 
tion. A quick look at the long list 
of international crises Algeria, An- 
gola, Berlin Korea, Kuwait, Laos 

suggests that this cheering forecast 
can be drastically altered on very 
short notice. Events in “faraway-places 
with strange sounding names” can 
quickly lead to revised government 
spending plans or to an adverse turn in 
consumer and business psychology. On 
the national scene, an extended auto 
strike later this summer obviously 
would be very damaging. But barring 
such developments, we promise steadi- 
ly expanding business activity through 
1961 and well into next year’s vacation 
season 


Underwater Electricity . . . 


SAN DIEGO—A portable, self- 
regulating atomic power plant to gen- 
erate electricity beneath the surface 
of the sea or in remote land areas 
of the world without requiring any 
operating personnel is being developed 
by General Dynamics Corp., the com- 
pany has announced. The unit is said 
to be capable of generating capacities 
up to 2,000 kws. 
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WHEREVER 
ELECTRICITY 
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COLOR-KEYED® 
Connectors 


interlocked 
Armored Cable 
Fittings 


Insulated Throat 
Conduit Fittings 


G 


Watertight 
Floor Boxes 


For every electrical need—The Thomas & Betts Company offers a complete 
selection of connecting devices, terminals and fittings, designed for top 
performance at lowest installed cost. [Illustrated are just a few of the 

many T&B-Engineered products that have proven themselves 

outstanding in the field. Wherever electricity goes. . . whatever the 
conductor . . . you're certain of complete reliability when you 
specify—and use—T&B Products. For further information, write to 
The Thomas & Betts Co., Incorporated, Elizabeth 1, New Jersey. 


In Canada: Thomas & Betts Ltd., Montreal, Quebex 


REDDY™ Tap 
REDDY™ Lug 


SS” 


——— 


T&8 METHOD 
Distribution Connectors 


Tas-KENT 
Strip Terminals and 
Attaching Machines 


WRITE FOR PUBLICATION 
BULLETIN #82 
BULLETIN CKPI 

BULLETIN #8 

BULLETIN F5-4 


LLETIN #86 


THOMAS & BETTS 


ENGINEERED 


SOLD COAST TO COAST EXCLUSIVELY BY YOUR T&B 
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‘| Pay Tribute to NWB Chairman 
WI | Doremus is honored for contribution to the industry and 


REFLECTORS) development of effective adequate wiring programs. 


Be Sure Always... 
the National Wiring Bureau Plan 


Committee, at a testimonial luncheon 


the unit best suited given recently in New York. 
3 a ° Doremus, of General Electric Com- 
for your lighting job —_ pany’s Wire and Cable Dept. in Bridge- 
port, Conn., who recently resigned 
FROM THESE 5 SHAPES his committee activities due to in- 
mes creased pressure of business, was pre- 
sented with a scroll which was in- 
STANDARD scribed, in part: “Recognizing the 
DOME significant contribution to the elec- 
trical industry, resulting from his 
sound, creative guidance in the de- 
velopment of effective adequate wir- 
ing promotional programs. . . .” The 
scroll was signed and presented by 
Lester E. Barrett, president of Barrett 
Electrical Supply Co., St. Louis and 
chairman of the bureau’s executive 
committee in behalf of the entire 
membership of the National Wiring 
Bureau. Guests lauded Doremus for 
his valuable contributions during the 
past 13 years of service to the Bureau, 
the last five years of which he served AN approving smile is conveyed by Les 
as chairman of the Plan Committee. Barrett, NWB executive committee chair 
In addition to the scroll, Barrett man, as he presents scroll for distin- 
presented Doremus with a prototype guished contributions to the electrical 
of the new Keep Pace Electrically industry to Andrew Doremus, who has 
trophy, called the “Keepie,” which served NWB for the past 13 years 
will be made available by the Bu- 
reau’s Commercial Wiring Promotion 
Program for local awards “for out- Electrical Distributors; J. J. Zipperer, 
standing achievement in_ electrical manager of marketing supplies for 
modernization.” Barrett, in making the General Electric Supply Co., Bridge- 
presentation of the trophy, empha- port, Conn.; N. J. MacDonald, presi- 
sized that it was a particularly appro- dent of The Thomas & Betts Co., and 
priate token of appreciation for Dore- immediate past president of the Na- 
mus’ work on the Commercial Wiring tional Electrical Manufacturers As- 
Promotion Program. sociation; and Clarence W. Higbee, a 
; Among those attending the presenta- former president of NEMA and past 
HIGH ) tion were: Arthur W. Hooper, execu- chairman of the NEMA Wiring Pro- 
MOUNTING Loz tive director, National Association of motion Committee. 








mus, immediate past chairman of 


Tors im was paid to Andrew Dore- 


In Great Britain... 


Price Warfare Danger Cited 


British electrical industry spokesman gives warning that 
WRITE FOR excessive price warfare could be dangerous to Albion 


CATALOG NO. I 0 A LEADING spokesman for Britain’s facturers Association, declared that 
electrical manufacturers last “excessive price warfare” in some 

QUAD RANGLE MFG. CO. week sounded a warning about the sectors of the electrical industry could 
32 S. PEORIA ST. dangers of price cutting in the fast- prove “highly dangerous from a na- 
growing industry. tional point of view” if it led to re- 
CHICAGO 7, ILL. Stanley Steward, director of the duced capital investment and research 
British Electrical and Allied Manu- expenditure. Continued 
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SATISFIED CUSTOMERS cost less to se 


Whenever customers are satisfied with your service and products, you’re 
a happy man. Prosperous, too. Sales costs go down because you get in 
fast, get the order, and get out. 

Arrive at this happy situation by providing the best service. And 
top it by stocking quality electrical products such as Republi: 
ELECTRUNITE E. M. T. 

Remind your customer of the many installation advantages of 
ELECTRUNITE. Tell him, “INCH-Marks” simplify measuring. ““Gu1pE-LINES 
assure truer bending, and “INsmr-KNURLING” with SILVERSLICK insid¢ 
finish make wire pulling up to 37% easier, wire pushing easier, too. 

To get your share of your customer’s business, offer the full line of 
Republic electrical conduit products. GALvrrE® and ENAMELITE® Rigid 
Steel Conduit is a quality line and your customers will like the cleancut 
threads and easy bending features. 

Republic ‘“Dekoron-Coated” E.M.T. and Rigid Steel Conduit resist 
chemical action in severe corrosive atmospheres. Products that meet 
special problems and bring in “plus business.” 

Keep your customers satisfied. Stock and sell quality. You will get 
profitable repeat business because your contractor customers know 


“THE BEST COSTS LESS INSTALLED 


Compatibility and strength Satisfied Customers Cost Less to Se// 


characterize raceways 


cl REPUBLIC STEEL 


> \ STEEL AND TUBES DIVISION 
Cleveland 8, Ohio 


WRITE TODAY: REPUBLIC STEEL CORPORATION e STEEL AND TUBES DIVISION « DEPT.A-1506 + 215 EAST 131st STREET » CLEVELAND 8, OHIO 
Electrunite®, ‘‘Inch-Marked’’®, ‘‘Guide-Lined’’®, Silverslick®, and ‘‘Dekoron®-Coated"’ are Republic registered trade-marks of quality. 
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Addressing the British Electrical 
Power Convention at Eastbourne, 
Steward said electrical manufacturing 
was one of Britain’s leading growth 
industries, with annual output likely 
to increase from $4.5 billion in 1960 
to $8.1 billion by 1970. 

Domestic appliances and electronic 
equipment were the fastest growing 
sectors of the industry, and a stabiliz- 
ing feature was that the biggest firms 
were active in these fields as well 
heavy plant production, he said. 

Steward said the industry employed 
more than one fifth of the scientists 
and technicians working in manufac- 
turing industry, and its $182 million 
annual research expenditure was way 
ahead of most other industries 

Increased capital investment and 
big research expenditure was neces- 
sary to maintain a technical lead in 
world markets but has resulted in 
high overheads in relation to selling 
price, making it easy for anyone 
without these commitments to under- 
cut prices of standard products, he 
said. 


AMSA TAS AREAS BIAS Biss 
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Tomics Policy 


NO SALE 
EXCEPT THROUGH 


WHOLESALERS 


Tomic’s policy of channeling every sale through whole- Stressing the need for adequate 
salers is only one of the many advantages you enjoy as a profit margins in both the public and 
distributor of Tomic’s advanced line of electrical fittings. private sector, he suggested the es- 
And for your customers, Tomic fittings mean faster con- tablishment of a ten-year plan for 
nections at less cost because they're specific ally designed the whole industry, prepared through 
to speed and simplify electrical installations . . . provide joint study by the supply and manu- 
a better all-around job! facturing sides and regularly reviewed 
in the light of technical progress 


When you sell the Tomic line— 


ee 


YOU GET YOUR CUSTOMER GETS 


© 100% sales protection—assuring e Fast, easy electrical installations 
you of ALL Tomic sales in your area without special tools or equipment 
. including OEM's! because a twist, a tap, or a snap is all 

it takes to install any Tomic fitting. 


= 
2 
val 


BPA Administrator Speaks 
Out On Identical Bids 


PORTLAND, Ore.—Five identical 
bids of $9,682 on 500 bus and switch 
insulators drew a statement from Ad- 
ministrator Charles F. Luce of the 
Bonneville Power Administration that 





Steady profit margins because prices 


on patented Tomic fittings seldom 
change. 


e Extensive sales support through 
consistent national advertising, pub 
licity and sales promotion throughout 


e Positive, vibration-proof connectors 
and covplings that won't shake, jar 
or work loose. 


e Rugged, all-steel construction— 
zinc-plated for extra protection 


persistence of the practice in the elec- 
trical industry will lead to BPA seek- 
ing authority to negotiate individually 
with suppliers for more favorable 
prices. 


the electrical contracting industry 





e Complete technical assistance Luce said he wanted to “put the 
¢ Full representation at nationa; and | electrical industry on _ notice that 

local exhibits and trade shows. ¢ All orders shipped within 24 hours Bonneville will resist identical bids 
which merely quote the bidders’ cat- 
alog prices.” The bids were all re- 
jected. The bidders were Ohio Brass 
Co., General Electric Co., A. B 
Chance Co., Lapp Insulator Co. and 
Jasslyn Pacific Co. Luce said the 
incident was reported to the Justice 
Department as a “routine matter.” It 
was the first time, he said, that he 
has encountered identical bidding since 
he took office, but not new to John 
Rathbun, chief of supply for BPA 
Insulators have been particularly sub- 
ject to this type of bidding, Rathbun 
said. He said BPA had not experienced 
identical bidding on power transform- 
ers, but used to run into it in purchas- 
ing steel reinforced aluminum cable 
conductors. 





ry? , 
LAN ASAD CAMARA SAS 
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Write for details. 
TOMIC SALES & ENGINEERING CO. 
20000 SHERWOOD AVENUE, DETROIT 34, MICHIGAN 


AVA Vii + 
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MEW 5 AMP. GROUNDING OUTLET 


When 2-Circuit wiring is required 
insert blade of screwdriver in slot 
under cap, Then twist and lift 
snapping off caps to expose break 
off links as shown 


e 


Then, using screwdriver flick"’ 
out brass break-off links as 
indicated. All four links must be 
removed in order to form separate 
circuits 


© 


This special ‘‘Speedwire’’ ground 
ing outlet will take up to eight 
No. 12 or No. 14 solid wires 

it splices internally, thus elim 
inating the need for external 
splicing 





ae giec TRIC wc. 
Glen Cove, L.I., 


in Canada: E & H Sales Company, 9735 Jeanne Mance St., Montreal 12, P.Q 





TWIST & 














New York 
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INSTALLS FASTER 
SPLICES INTERNALLY 


The Slater Model 880 15-Amp Duplex Grounding Outlet 
proviues outstanding saving in installation time. Patented 
Speed Wire feature accommodates up to eight #12 or #14 
wire— permits internal splicing and completely eliminates 
the need for wire nuts on perimeter wiring jobs. Gives 
greater flexibility on switch legs, too. 


In addition, the 880 series feature patented side 
release, double wipe contacts, easy break-off links fo 


separate circuits, captive mounting screws and most 


important —sensible price! 
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i Slater Electric Inc., Glen Cove, New York 


Want more i Dept. DH 


details on these 
and over 600 
other quality 
wiring devices? 


Mail the NAME 
coupon COMPANY 


today. § ADDRESS 
b scivy.... STATE 


Lesa eee eee eee @ @ ol 


Gentlemen: 


i 
i 
Please send me a copy of the Ready i 
Reference Catalog of wiring devices. } 
i 
i 
i 
i 


101 








SHAWMUT’S 


all new 





ONE-TIME 
FUSE 


© The only AC rated One-Time fuse. 
Operates up to 38% cooler in switches 
and enclosures. 
Gives up to 700% more Time Delay 
than ordinary One-Times. 
Meets all Federal specifications. 
Exceeds all industry standards. 
Carries U.L. Label. 
Provides predictable performance. 
Available in a complete range of ratings 
— from 0 — 600 Amps. 


ANOTHER SHAWMUT “FIRST” 


This all-new, silver-plated, One-Time fuse is the 
biggest advance in One-Times since 1900. It has 
a “high efficiency link’’ and pays for itself in 
power savings alone. A current limiter, it gives 
the kind of positive protection that modern 
circuits demand. Until you use Shawmut’s All- 
New, silver-plated One-Time, you'll never know 
how good a One-Time fuse can be. Send for 
Bulletin O-T 601 today. 


> 


tHe CHASE-SHAWMUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
SUBSIDIARY OF 1-T-E CIRCUIT BREAKER CO. 


THE 
ONLY 
ae 
RATED 
ONE-TIME 


NYSAEC Report: 





Manufacturers Must 
Clearly Define Policies 


LAKE PLACID, N.Y. — “If our 
electrical industry is to grow and be 
the key to prosperity the manufac- 
turers must first clearly define their 
policies and ethics, though they may 
elect to sell direct or through distri- 
butors. They must realize that their 
code determines the key to profitabi- 
lity of both the distributor and the 
contractor,” Robert F. Baldwin, pres- 
ident of the Baldwin-Hall Co., elec- 
trical distributors of Syracuse, N.Y. 
said. 

Baldwin spoke before the 62nd an- 
nual convention of the New York 
State Association of Electrical Con- 
tractors held in Whiteface Inn, Lake 
Placid, N.Y., last month. 

“Let the distributors examine their 
ethics and then learn first-hand how 
they can better serve their customers 
Let the contractor realize he must 
perpetuate himself and make a fair 
profit, for without him our industry 
cannot grow,” Baldwin added 

“There is no doubt in many of our 
minds that the expanding use of elec- 
trical energy and equipment in the 
next ten years will bring prosperity 
The question in my mind is, who 
will make a profit . . . prosperity for 
the electrical industry can only be 
realized if we, the distributor, the con- 
tractor and the manufacturer, take 
the time to learn and understand each 
others’ problems. If our industry is to 
expand to take care of the demands 
that will be made, we must grow and 
grow in the same proportion.” 


Georgia Leads U.S. 
In Electric Heat Jobs 


NEW YORK—Georgia has 2,000 
electrically heated commercial build- 
ings, more than any other state, and 
the number is increasing at the rate 
of 55 buildings a month, Electrical 
World, McGraw-Hill publication, re- 
ports. 

There are two main reasons the 
state leads the country—both of them 
traceable to Georgia Power Com- 
pany itself, the publication says. The 
first is a special rate system that pro- 
vides sizeable reductions for all cur- 
rent when a customer installs electric 
heating. The second reason is the re- 
search program Georgia Power has 
directed at accumulating competitive 
cost data for gas and electric service 
for various purposes, and the effec- 
tive use of this information in a hard- 
selling program by well-trained en- 
gineers. 
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“Circloc” Interlocked Armored Power Cable 


NOW AVAILABLE IN DIAMETERS 10 4 INCHES 


With our newest armored cable machine in full production, Circle cus- 
tomers can now get high quality Circloc interlocked armored power 
cable in diameters up to 4 inches—the most complete range of sizes 
available anywhere. This recent addition to its modern manufacturing 
facilities is Circle’s answer to the growing need for larger diameter 
armored cable for power distribution. 

Circloc cable can be supplied with 2, 3 and 4 conductors with var- 
nished cambric or butyl rubber insulation and voltage ratings of 600 
to 15,000 volts. Armor is available in interlocking galvanized steel, 
aluminum or bronze. 

For your next power cable installation, be sure to specify compact, 
dependable Circloe interlocking armored cable 


CIRCLE WIRE & CABLE CORP. 


ARY CERRO CORPORATION 


PLANTS Ma tr Hicksy N Y SALES OFFICES & WAREHOUSES 
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New Installation Economy 
For Difficult Mounting Jobs! 
Save Time and end guesswork with 


“SIZE-MARKED” 


MINERALLAC 


* Scissor Clips 
* Two-Piece Stud Clips 
* Min-A-Clips 


Minerallac is the originator of the most complete 
and most imitated line of clips on the market today. 
Minerallac Clips are the answer to the problem of 
hanging fixtures, etc. on T-Bar Grid Ceilings—Bulb- 
T-Iron or Beams—and installing conduit, pipe, boxes 
and fixtures on ‘Poured Deck Type Roofs.” 


MINERALLAC SCISSOR CLIPS 

For hanging fixtures, etc. on T-Bar Grid Ceil- 
ings. A two-piece clip for mounting fixtures, 
boxes or conduit hangers to a l-inch T-Bar. 
Easy to install. Locks in place. Test loads over 
100 Ibs. Zinc plated steel. 


MINERALLAC TWO-PIECE STUD CLIPS 
For mounting boxes, hangers or fixtures to 
Bulb Tee Irons or Beams heavier than the I- 
inch T-Bar. This clip will fit flanges 1%" to 
2%" width and up to **" thick. Test load over 
100 Ibs. Zinc plated steel. 


MINERALLAC MIN-A-CLIPS 

The most efficient and economical method for 
installing conduit or pipe on Bulb Tee Irons of 
“Poured Gypsum Deck Type Roofs’’. Hanger 
turns on rivet, eliminating many bends. Safe 
load 30 Ibs. Zinc plated steel. 


Shee? oY 


Exclusive Feature! 


Each Minerallac fitting is “SIZE-MARKED’’. All are 
learly and individually stamped with its exact size for 
immediate identification and quick and easy handling 
Ends time-consuming guess 
work and costly mismatches in 


the stock room and on the job. 7 \\ 
(| 
WHEN IT’S ~ 
“SIZE-MARKED” a eg 
Wwitey | J 
YOU CAN has — 
BE SURE! , 
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Order from Your Electrical Wholesaler 
LITERATURE OR SAMPLE ON REQUEST 


MINERALLAC ¢4Zvive COMPANY 


ESTABLISHED 1894 
25 N. PEORIA STREET ¢ CHICAGO 7, ILLINOIS 





School bell rings in California ... 


MORE STUDENTS of NAED’s Management Institute on Credit and Collections 
pose for ELECTRICAL WHOLESALING in front of the little red school house, a meeting 
room at Rickey’s Studio Inn in Palo Alto, Calif. Here, from a Thursday evening 
to a Sunday noon, 31 electrical distributor credit managers absorbed themselves 
in up-dating or increasing their knowledge of modern credit and collections methods 
Taking the course outlined in detail in June, 1961, ELECTRICAL WHOLESALING, 
were the above’ pictured: Warren Rudd, Arizona Wholesale Supply Co., Phoenix 
Sarah J. Benzino and R. J. Twite, Coast Wholesale Electric, Burbank, Calif 
M. P. Kizer. Elec. Dist. Co., Phoenix; C. O. Woodrome, Elec. Dist. Inc., Downey, 
Calif.; Darrel Shultz, Elec. Suppliers Inc., Fresno, Calif.; Ken G. Sanderson, Elm 
Wholesale Elec., Ontario, Calif.; Herb Eastman, GESCO, Los Angeles; John R 
Bailey, GESCO, San Francisco; C. C. Bradbury, Graybar, Seattle, Wash.; Harold 
L. Jones, Graybar, Los Angeles; Wm. T. O'Callahan and E. L. Womack, Graybar, 
San Francisco; Ken Zimmerman and Gil Fanucci, ISCO, San Francisco; Jeanine 
L. Moore, and Wm. Tucker, Industrial Wholesale Elec., Los Angeles; Norm Dow, 
National Elec. Sup. Co., San Francisco: G. W. Maehrlein, NESCO, San Carlos 
R. J. Glogowski, NESCO, Santa Rosa: Thomas Logan, Osborne Elec. Sup., Las 
Vegas, Nev.: J. I Buckelew, Pacific Wholesale Elec.. San Diego: | R. Fleisher 
Stusser Elec. Co.. Seattle: J. W Watts. and ( I Jones, Valley Elec. Co Sac 
ramento, Calif.; J. I Berard, WESCO, Seattle: Robt. E. Ferra, WESCO. San 
Francisco; Frank Seibert, WESCO, Boise, Idaho; Don Hocking, Tilman Booth 
Eugene, Ore.; C. J. Whitmore, Glacier State Elec., Great Falls, Mont.: Ken Hartley 
Elec. Corp. of Calif.. Los Angeles; and E. O. Kallman, conductor of the 

F. X. Blackwell of NAED handled arrangements 


SWAPPING IDEAS and exchanging experiences in the credit and collection phase 
of electrical supply distributing was an important part of the three day course 
Involved in a textbook question here are Robt. E. Ferra, WESCO, San Francisco; 
K. H. Zimmerman, ISCO, San Francisco; Warren Rudd, Arizona Wholes. Sup 
Phoenix; and Gil Fanucci, ISCO, San Francisco 
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Jack Kenny Wins LOOK Contractor Award 
for residential wiring promotion 


Uses Murray 
GUARANTEED FOR LIFE 


Sales Aids to Help 
Boost Rewiring Sales 


Jack Kenny is being congratulated by Jack Catherwood of Long Island Lighting 
Co., Chairman of Residentia! Task Group, National Wiring Bureau and Al 
Palumbo, Long Island salesman for Murr r ring Corr 

2» LOOK award 


For outstanding performance among electrical con The “satisfier” used by Jack Kenny w 
tractors in promoting residential wiring.” guaranteed for life, MP fully magnetic cir 


, : The Murray GFL Certificate presented 
So reads the citation pre te by LOOK m The Murr Ay iF L ertincatl presented 
. : ‘ ‘ ; owner, when the installation 
to Jack Kenny, President of K. J. Kenny, electrical con he had 
: . , ; . him that he had made a wise decision 
tractors in Mineola, N. Y. Jack’s promotional efforts to : — 


customer is still the best advertisement for 


apaz 


alert home owners to the need for adequate wiring t 
’ : . . . mntractor 
handle today’s appliance loads paid off in increased sale , 
Murray promotional literature, particular) 
The successful formula used by Jack Kenny wa lar consumer stuffer, played an 
‘Survey ... Sell... and Satisfy.”” Find out whicl Jack Kenny sell adequate wiring 
homes are still using low amp service; sell the home Why not find out how you can 


owner through informative, hard-hitting direct mail and Guaranteed for Life promotion program bi 


personal follow up; then satisfy him with a sound, high ness, prof 
quality installation 


++ 


. — ’ 
ts and prestige. See your Murray wholesale? 


day, or write directly to our GFL Merchandising Dep’t 


MURRAY MANUFACTURING CORPORATION 


1250 Atlantic Ave., Brooklyn 16, N.Y. 


Survey: Dave Edwards makes periodic Sell: Frequent direct mailing of Murray Satisfy: Ai Northup, right 
survey of homes with 30 amp service GFL promotion material to prospective load center with Murray's 
to build prospect list customers selis them on the benefit: circuit breakers 

of adequate wiring 





The Galvanized Steel Strand 
with the built-in raincoat 


Like all CFal products, Galvanized 


Everybody talks about the weather 
CFal does something about it. To pro- 
tect Galvanized Steel Strand against 
corrosion, C Fal builds in a zinc coating 
that shrugs off moisture. The result is 
a long-lasting, weather-resistant steel 
strand that is ideal for overhead ground 
wire and meets ASTM specification 
A-363 

Also highly suitable for guying 
assignments, CFaI Galvanized Steel 
Strand is made in seven- or three-wire 
constructions in accordance with 
ASTM specification A-122. In addition, 
it can be tailor made to meet your 


particular specifications 


Steel Strand is made by a nation-wide 
company to meet high American stand- 
ards. For immediate delivery, contact 


your nearby CFal sales office 


MADE INU SA 


THE COLORADO FUEL AND IRON CORPORATION 


Denver « Oakiand +» New York 
Sales offices in All Key Cities 


Newark Electronics 
Considers New Acquisition 


CHICAGO, Ill. — Newark Elec- 
tronics Corp., which recently merged 
with Ferguson Electronics Corp. and 
Cadillac Electric Supply here, 1s 
considering its third acquisition of the 
year, according to president Sam Pon 
cher. Poncher has not identified the 
merger candidate except to say that it 
is a New York electronics part dis 
tributor. 

Profit for the nine months ending 
May 31, according to Poncher, total 
ed $189,777 or $.29 a share against 
$145,089 or $.24 a share for the 
same period of 1960. 


New Jersey Distributors 

Set Fall Dinner-Dance 
NEWARK, N.J.—New Jersey elec 

trical distributors are already getting 


excited over the second annual dinner 
dance scheduled for the Essex House 
in Newark, October 29. The initial 
show was such a sticcess last year 
that the members of the Jersey Elec 
trical Distributors Association predict 
a sellout crowd at this year's affair 
Tickets may be 
any JEDA 
ticket The social 
cocktails from 
p.m.; dinner 7:30 p.m.; and show 
time and dancing 9:00 p.m. ‘till 
‘reasonable hour.” 


purchased from 
member at $15.00 px 
evening includes 


6:00 p.m to 7:30 


‘62 Electric Heat 
Program Announced 


NEW YORK Plans have been 
finalized for the second National Elec 
tric Comfort Heating Exposition and 
Symposium to be held in Chicago i 
March 1962. Members of the Electric 
Comfort Heating Equipment Section 
have decided the event will be | 
March 19-21, 1962, in the Shern 
Hotel, Chicago, [i 

Registration for the event will op 
at 9:00 a.m. on March 19 and con 
tinue until 12:30 p.m 
after registering, conferees can tour 
the exhibit area until 1:00 p.m., when 
the program will be officially opened 
with a general session. The first of 
six seminars will start at 3:30 p.m 
that afternoon. 

Discussions at seminars will feature 
calculations for electric heating 
methods and selection of proper equip 
ment, and selling electric heat. All 
subjects will be reviewed in detail 
and special emphasis will be placed 
on new advances in the electric heat 
ing art, such as the application of 
infrared heating and duct heaters, in 
cluding their calculations and applica 
tions. 


Immediate] 
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it's a Breeze 
Just a Double Squeeze 


Sets Up E.M.T. 
With Original B-M Indenter Fittings 


= BM-51 
: 2 Offset 
Connector 

BM-52 
%" Offset 


er talels 


Red Throat 
BM-218 

2. Connector cP 
BM-228 BM-42 

4" Connector %~ Coupling 
BM-23B8 BM-43 


1” Connector } 


3 


Coupling 


B-M Indenter Fittings and Tools make an unbeatable combination when it comes to easier E.M.T. 
installation at less cost. New lightweight plier size indenters make setting up thin wall conduit a breeze. 
B-M fittings are neater too! No unsightly nuts or projecting set screws. Other plus features of B-M 
fittings are Concrete tight—Vibration resistant—Extra heavy bright zinc plate, salt spray and acid 
drip tested for corrosion resistance—Extra heavy positive bonding locknuts—Smooth rounded edges 
or bushed throct type connectors that prevent insulation damage 


All steel construction with extra 
heavy gauge wall thickness. 








Briegel All Steel 
Indenter Fittings 











B-M Offset Connector , showing how are U.L. approved 


wires are guided over box edge. as Concrete-Tight. 


GALVA, ILLINOIS 
All B-M indenter type fittings for exceed the requirements of 
; U. L. file card E 10863 and Federal Specifications W-F-406 


USED THE MOST FROM COAST TO 
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MORE KVA PER POUND 


IN ACME ELECTRIC 
TRANSFORMERS 


—PLUS RELIABILITY 


Lighter in weight, smaller in size, the new series Acme Electric 
transformers utilize a coil insulation film that far exceeds the 200°C 
requirement of Class H insulation. This means smaller, lighter, high 
performance coils. These new, high-temperature-resisting coils, plus 
grain oriented silicon steel, continu- 

ously wound cores reduce weight and 

size to a minimum and, as an added 

feature, the unique design of the in- 

duced air cooling system keeps heat 

from building up. 


PRACTICAL FEATURES FOR 
EASY INSTALLATION 


Mounting brackets are designed to 
permit easy hanging on wall or post 
with plenty of room to use tools. Dual 
knockouts lead into roomy, wiring 





compartment. Most popular ratings 
have solderless connectors mounted 
on connection panel, and are suitable 


for aluminum or copper low tempera- 





ture building wire. 


o & ° 


BEYOND BELIEF 


If you need a quiet transformer, specify 
Acme Electric — where design and work- 
manship have been combined to provide 
performance you can’t hear. Send for 
folder AC 100. 


ACME ELECTRIC CORPORATION 
678 Water Street Cuba, New York 


In Canada: Acme Electric Corp. Ltd., 50 Northline Rd., Toronto, Ont. 





Inventory Buying 
Begins, But—Cautiously 


NEW YORK-—Signs of a modest 
upturn in inventory buying are be- 
ginning to show up all around the 
country, according to Purchasing 
Week, a McGraw-Hill publication 
Most buyers are stressing the point 
that they are stocking up only to meet 
expanded production needs. Fewer 
than one out of ten purchasing agents 
say they are doing any substantial for- 
ward buying, the publication points 
out. 

Other important points brought out 
in a survey of purchasing agent buy- 
ing and inventory plans are: 

e Inventory-sales ratio: Buyers are 
determined to keep this key ratio 
close to postwar lows. The experience 
of the past year-and-a-half has con 
vinced almost everybody that the mis- 
takes of earlier recovery periods can 
be avoided. 


NYC Site Of October 
Appliance Trade Show 


NEW YORK—“Electra City, U.S.A.,” 
an electrical appliances exposition, will 
be held October 21-29 at New York’s 
Coliseum. An estimated 10,000 mem- 
bers of the appliances industry are 
expected to attend the special three- 
day “dealer-builder trade show” which 
will be introduced into the exposition 


| for the first time 


Admission to the trade show portion 


| of the exposition, Oct. 23-25, from 


10 a.m. to 2 p.m., will be by special 


| invitation. “These private showings 
| will give dealers, builders, distributors 
| and manufacturers a rare opportunity 
| to exchange merchandising ideas, as 
| well as to discuss consumer reaction 
| to particular types of appliances,” Har 
| old Meyer, producer stated 

| 


| Propose Retail Appliance 


List Tags 


NEW YORK—A suggested retail 
list price for appliances would be at- 
tached to each item by the manufac- 


| turer under the terms of a bill just 


introduced into Congress. The meas- 


| ure would require a listing of prices 


identical to that which now appears 
on all new autos. Three items would 
appear on the attached tag on each 
appliance: the make or model number, 
the retail price suggested by the manu- 
facturer, and the suggested retail price 
for all optional extras. 

Violators (failing to attach such a 
tag by the manufacturer) would be 
subject to a $1,000 fine for each item 
Anyone changing such a tag also 
would be subject to a similar fine 
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FROM MANUFACTURERS OF 
CONDUIT SINCE 1910... 





Electrictube’ 


THIN WALL STEEL 


» CONDUIT 


e Uniform Gauge 

e Accurate Diameters 
e Bends Easily 

e Easy to ‘‘Fish”’ 


e Won't Kink... Won't Flatten 


e Speeds Job, Saves Money 


“ELECTRICTUBE" EMT Steel Conduit 
has long been a favorite of contractors 
because of its outstanding quality and 
features. Satin-finished, electro-gal- 
vanized exterior provides exceptional 
corrosion-resistant life. Super-smooth 
interior enameled-finish permits easy 
feeding, pulling around bends and re 
feeding wire without strain or effort 
U/L approved, meets Fed. Spec. WWT 
806b. See your local distributor or write 
Clayton Mark for free literature 


Distributed in all 50 states 
and throughout the world 


CLAY TON 
RK 


& COMPANY 
1900 DEMPSTER STREET - EVANSTON, ILLINOIS -USA 
wy 


ATER WELL SUPPLIES CONDUIT UNIONS TUBING 


- ts & 
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LOOK TO— MULT! 


Multi-Nepo offers 
rigid, hinged and 
pedestal poles, 
brackets, mount- 
ings, fittings and 
accessories 


All standard RLM re- 
flector shapes. Porce'ain 
enamel finish. 100 to 
1500 watts. 


of mountings to cut installation time 


it SEE OUR } 
\CATALOG IN 





No need to order, 


store, and issue 22 different 


QUALITY 


EQUIPMENT 


FOR AREA LIGHTING 


Catalog No. 600 for 
mercury vapor or in- 
candescent lamps 
Side or pendant 
mountings. 
——$ —. .—- 

Complete package lighting-mercury 

vapor lamps for building exteriors. 

Roof and wall mountings. ia 


FOR RLMINDUSTRIALS 


Alzak 
porcelain enamel finish 
for mounting on high 
open ceilings 


Aluminum or 


Industrial fluorescent 
Porcelain enamel reflector with 
acertures for upward compo- 
nent. 


FOR FLOODLIGHTING 


Complete new line of semi or fully enclosed 
aluminum floodlights for 500-1500W incandes- 
cent or 400 W mercury lamps. Watertight. Rota- a7 > 
tion stop, protractor and locking lever. Variety 


New Alzak 
Aluminum 
Enclosed 
Angle Type 
for pole 


op 
mounting 


FELECTRIC MEG. INC. 
W LAKE ST CHICAGO 24 


SACRAMENTO 2.15 


items for 


a cable joint — G&W furnishes everything you need 
for a cable splice in one complete package! 


Ask your G&W representative for further details or write 


G&W ELECTRIC SPECIALTY COMPANY 


G:.W 


3520 WEST 127th STREET * 
CANADIAN MFR. «© POWERLITE DEVICES, LTD. 


BLUE ISLAND, ILLINOIS 


TORONTO, MONTREAL & VANCOUVER 


Superior quality standards—inspired specialized design 





CALENDAR OF EVENTS 





August 


Western Electronic 
Show & Convention 
Cow Palace 
San Francisco, Calif. 
August 22-25 


American Institute of 

Electrical Engineers 
Pacific General Meeting 
Salt Lake City, Utah 
August 23-25 


National Association of 
Electrical Distributors 
Eastern Region Meeting 
Saranac Inn 
Saranac, N.Y. 
August 27-30 


September 


American Home 
Lighting Fixture Month 


National Association of 
Electrical Distributors 
Western Region Meeting 
Jack Tar Hotel 
San Francisco, Calif. 
September 16-20 


Lake Michigan Club 
Annual Meeting 
French Lick-Sheraton Hotel 
French Lick, Ind 
September 23-26 


Illuminating Engineering Society 
National Technical Conference 
Chase Park Plaza Hotel 
St. Louis, Mo. 

September 24-29 


Industrial Building 

Exposition & Congress 
New York Coliseum 
September 25-28 


National Association of 
Electrical Distributors 
Management Institute 
On Credit and Collections 
Hilton Inn 
Aurora, Ill. 
Sept. 28-Oct. 1 


October 


NAED Electric Housewares 

Committee Meeting 
Discussion, (Mfrs 
Chicago, Ill. 
October 2 


Invited) 


International Association 
of Electrical Leagues 
25th Annual Conference 
Atlantic City, N.J. 
October 4-6 
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THRUSTPOWER 


FOR SUPER POWER 
FOR 
INDOOR BARBECUES 


For every hard-to-ventilate kitchen problem . . . and particularly for indoor 
barbecues . . . Trade -Wind’s new high capacity ventilating system is the emphatic 
answer. For style . . . for efficiency . . . and for the striking new pewter finish, 

the THRUSTPOWER’S got it! 

Power-packed underhood ventilating unit driven by a 45 HP motor with variable 
speed control, enclosed lights and 4 filters plus an extensive range of lengths of hoods 
for wall, pass-through, island and peninsula installations in two 

harmonizing finishes— pewter and antique copper. 


Here’s your answer for bringing outdoor living indoors. Write for complete information. 


——— f) co 
¢ Frade Dflead wisi OF ROBBINS & MYERS, INC. 7755 Paramount Place, Pico Rivera, Calif. Dept 
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SMART! NEW! 
CARRIAGE 
LANTERN 


Traditional black carriage lantern 
bracket with distinctive grid design 
on frosted globe gives ample soft 
light. A worthy addition to UNION’S 
growing line of non-metallic, non- 
staining and non-corrosive outdoor 
fixtures. 


A perfect match for the popular 
#190 lantern and #201 post lan- 
tern. Protect your investment — use 
Union for all your outdoor lighting 
requirements. 


VAG, v3 


lace 


U. L. Labeled 


UNION INSULATING CO. 








PARKERSBURG, WEST VIRGINIA 
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MARKETING AIDS 





Distributor Program Aimed 
At Controls Replacements 


Minneapolis-Honeywell introduces marketing program for 
distributors leveled at 93% of residential control market. 


HE problem, faced by many dis- 

tributors, of providing replacements 
for many different residential heating 
and cooling controls has been solved, 
in a new marketing program, aimed 
directly at the wholesaler, according 
to Minneapolis-Honeywell Regulator 
Co. The solution lies in a newly-engi- 
neered line of 170 specialized, adapt- 
able controls which, the company said, 
will replace more than 93% of the 
18,000 variations of residential control 
items now on the market. 
e Wholesaler Benefits—The complete 
line of new replacements, as outlined 
by Walter J. Baak, wholesale manager 
for the firm’s Residential Div., is 
predicted to reduce by as much as 
80% the model numbers of all brands 
of controls wholesalers need to carry 
to handle their customers’ replacement 
business. Among other benefits out- 
lined, the new program is expected to: 

e Be the answer to slow-moving 
stock. From the complete line of con- 
trols, a distributor can pick those 
models which will be needed locally. 

e Simplify inventory and bookkeep- 
ing details. With fewer replacement 
controls, single item orders will be 
decreased. 

e Result in improved city-desk serv- 
ice. Customers will make fewer calls 


and pick up larger orders. With fewer 
models, distributors can offer a greatly 
increased and more flexible replace 
ment line. 
e Replacement Program — Here's 
how the new replacement program 
will work: The manufacturer will 
supply distributors and dealers with a 
large Cross-Reference Guide, for wall 
mounting, together with a 
pocket reference containing the same 
information. When a replacement is 
needed, the Cross-Reference Guide 
will show the proper control to be 
used. 
Featured 
marketed under the 
will be new packaging, utilizing self 
mailing all-plastic foam boxes. To fill 
an order, a distributor need only select 
the required control, 
label, place it on the box 
the box in the mail. 
e Distributor’s Deal—In contrast to 
normal marketing procedures, Honey 
well is turning over to distributors 
major responsibility for introduction 
of the new program to dealers. To 
assist, the company is supplying dis- 
tributors with a variety of merchandis 
ing aids, together with strong advertis 
ing promotion 


special 


with the new controls, 
name Tradeline, 


a special 
and drop 


address 


Continued 
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the May 1960 feature section of Electrical 
YOU ASKED FOR : =" Construction and Maintenance now in a 


handsome hard-cover book. 


CONSTRUCTING ELECTRICAL SYSTEMS 


by J. F. McPartland and the Editors of Electrical Construction and Maintenance 





; : , WIRING A GROUP OF SWITCHES 
Here’s a modern, comprehensive reference sin i Rleaall elidel aie tian 
and ihstruction manual on the methods and wt tenet ee 
techniques used in constructing systems for Tee eee ranean acter dotock ta 
power, light, signals and communications. Se ee ee 
Covering the best practice on selecting, 
mounting, connecting and housing all types 
of electrical equipment, this manual pre- 
sents 1959 National Electrical Code data 
relating to installation. And a wealth of 
special illustrations are used throughout 


to clarify fine code points. 











NEC RULE SECTION 
373-8 


Switch enclosures shall 


not be wsed as junction 


Chapters are broken down on the basis of | \ "boxes, troughs or race 


ways for conductors feed 


types of equipment to facilitate ready refer- ~~ ZyZ ] ing through or topping 


ence: lighting equipment — motors and con- oe As ow dogs mia na 
trollers — conductors — raceways — switches SS iaey aq ploved to provide a 
— overcurrent protective devices — switch- aS on a , ~ 
boards and panelboards — transformers 

capacitors and regulators — power sources - 
high voltage — signals and communications. ; 
, installation work. And how about presenting 
a gift copy of this valuable and unique book 
SALESMEN — Make yourself more valu- to some of your key customers? They'll thank 


. 


able to your customers by learning these you when they get it and every time they use 
modern techniques of equipment application it. Here’s a chance to add a solid extra to the 
and the many code rules associated with routine selling job. 


CONTENTS “CONSTRUCTING ELECTRICAL SYSTEMS” 
General Considerations Electrical Construction and Maintenance 
Luminaires and 330 West 42nd Street, New York 36, N.Y. 
Lighting Equipment 
Motors and Controllers 
Conductors 
Raceways 
Switches 
Overcurrent 
Protective Devices 
Switchboards 
and Panelboards 
Transformers 
Capacitors and Regulators 
Power Sources 
High Voltage 
Signals & Communications 


Please send me copy (copies) of the book, ‘‘Construc- 
ting Electrical Systems,” at $4.50 each 


Payment enclosed Please bill me Bill Company. 


Ship to 


Name 


PLEASE PRINT 


Company Name 


Home 
Address — Company 


City 


Please indicate 
nature of Co. business 


USE THIS COUPON TO ORDER YOUR BOOK 
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POWERCRAFT| 


PRIMARY 





STOCKS 
FOR IMMEDIATE 
SHIPMENT 





BUS SUPPORTS 


Contractors, Industrials, and 
Utilities rely on the accuracy 
of these Bus Supports to meet 
exacting service conditions. 
Available for Indoor and Qut- 
door Service — flat or pipe 
mounting. Conform to NEMA 
standards. POWERCRAFT in- 
vites your inquiries on any 
special Bus Support require- 
ment. Other POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
tors, Pipe Frame Fittings for 
114” LP.S. Pipe, and Clamp 
Insulator Supports. 


SEND FOR NEW CATALOG. 


POWERCRAFT CORPORATION 


2215 De Kalb St. 


4/4 vse 
ow 





MANUFACTURING COMPANY 


Phone Prospect 6-4532 


Since 1932 


4 


/ 
\ 


1 
| 
/ 


t 





“+ Canada: Sarco Canada, Ltd., Toronto, Ont 
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Anyone who wants 
his air cleared is 


} 


- pra I ; 
-—— 
~~ 


~ 
“meas” 


“ MODINE 
VENTILATING 
_.FANS o 


atl \ 


_—— + = 


oe 


~~ 


Uses for Modine ventilating fans are prac- 
There’s no better, more 


tically endless. 
economical way to clear the air of heat, 
fumes, dust, odors and other contaminants. 

Lightweight, all-aluminum fans and 
quiet, long-life motors move large amounts 
of air with minimum power. Installation ? 
Just place in wall opening and connect! 
And these direct-drive units have no fan 
belts to replace or adjust. 

Sizes from 250 to 4700 cfm. Choice of 
three weather-sealed wall shutters: auto- 
matic, manual or motorized. Call your 
Modine representative listed in the yellow 
pages. Or write Modine Manufacturing 
Co., ‘614 DeKoven Avenue, Racine, Wis. 


ST. LOUIS 4, MO. 


. ~N 
: your customer for}.. - 
a“ 


Marketing Aids... 
(Continued from page 112) 


“With most other products being 
introduced,” Baak stated, “we coordin- 
ate with the wholesaler, but we are 
generally expected to do the major job 
of building the demand. Then the 
wholesaler will tie in accordingly, and 
work with us to take advantage of this 
demand. 

“With Tradeline, we have a situa- 
tion where the demand long has been 
there—merely waiting for an answer 
to arrive. Because of this ready-made 
demand and because of the many 
benefits Tradeline brings to the whole- 
salers as well, we have decided to put 
our major introductory 
the wholesaler’s hands 
can use it to build his 
well as simplify it.” 


program in 
We feel he 


business as 


PEOPLE IN THE NEWS 





John G. Beam 

John G. Beam has been elected 
president of Thomas Industries Inc., 
Louisville, Ky. Beam has been execu 
tive vice president for the past three 
years. Also four 
Lighting Div. sales positions have 
been announced: Gilbert W. Allen 
has been named district sales engineer 
at Charlotte, N. C.; Clifford W. Kuhl- 
man succeeds Allen as sales represen 
tative at Birmingham, Ala.; Roy E. 
Lemley and Robert J. Griffin 
joined the company as 
sentatives with headquarters at Co 
lumbus, Ohio, and Albany, N.Y 


appointments to 


have 


sales repre 


Jack Stumph has been appointed 
sales manager of Bronco products of 
Western Insulated Wire Co., Los An 
geles, Calif. Previously he asso 
ciated with Graybar Electric Co 
the Wire and Cable Div. of U.S 
ber Co 


Was 
and 


Rub 


David F. Nicholas has been ap 
pointed merchandising manager of 
Litecraft Manufacturing Corp., Pass 
aic, N. J. For four years he was man 
ager of sales promotion and adver 
tising for commercial lighting wit! 


Lightolier, Inc., Jersey City, N. J 
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Dick Noel 


Dick Noel has been appointed vice 
president in charge of sales for 
Gedney Electric Co., Terryville, Conn 
He was formerly sales manager and 
vice president of Electrical Fittings 
Corp., Woodside, N.Y. Elmer Quinn 
has been appointed sales manager and 
Bob Warshaw has been appointed as- 


sistant sales manager 


Walter T. Callaghan has been ap- 
pointed general sales manager of Bell 
Electric Co., Chicago, Ill. He will co- 
ordinate all promotion and sales ac- 
tivities nationally, for the company’s 


lines 


W. A. Sager has been appointed 
manager-marketing, lighting, for Gen- 
eral Electric Supply Co., Bridgeport, 
Conn. He succeeds W. W. Booth, who 
has retired after more than 34 years 


service 


Phillips M. Darby has been ap 
pointed to assistant vice president- 
general sales manager of Appleton 
Electric Co., Chicago, Ill. He was 
formerly general sales manager, since 
1959. Prior to that he had been sales 
manager of the Appleton Unilet and 
Reelite Divs. Martin J. Lynch has 
been named treasurer of the company 
He was formerly assistant treasurer 
Lester P. Riddle has been appointed 
senior systems and procedures analyst 
in the systems and procedures dept 


Willard S. Ferris has been appoint- 
ed general sales manager and Douglas 
H. Davis, assistant sales manager ol 
Champion Lamp Works Div., Con- 
solidated Electric Lamp Co., Lynn, 
Mass. Ferris, formerly a sales execu- 
tive at Bomac Laboratories, Div. of 
Varian Assoc. had been associated 
with Sylvania’s Lighting Div. for many 
years. Davis has been associated with 
George H. Wahn Co., Lawrence, 
Mass. electrical distributor. He served 
as vice president and sales manager 


W. Charles Brandenburg has been 
appointed manager of mining sales for 
the Electrical Products Div., Joy 
Manufacturing Co., St. Louis, Mo. 
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live wires 


ibai{cieelsias 


Lots of live wires depend on the protection of Keystone wireways 
and auxiliary fittings. Quality features such as a completely open 
‘lay-in’ design for fast, careful installation of wires, folded covers 
for added rigidity and interior screw tip shields—all help to keep 


electrical wiring alive and wei permanently 


Keystone has standard or galvanized wireways and fittings stocked 


in all types, shapes and sizes ready for immediate delivery 


Lots of ‘live wire buyers’ know they can 


depend on Keystone... what about you? 


JIC Pull Boxes Wirewoys ond Auxiliary Fittings 
Telephone Cabinets 


KEYSTONE 


MANUFACTURING COMPANY 


DIVISION OF 7S iINOUSTRIAL CORPORATION 


23329 Sherwood Ave. ° Warren, Michigan 





THERE'S GOOD MONEY 
in BALANCED LIGHTING 


Fos TORIEA 





HERE’S A LINE THAT'S RECOGNIZED— Thousands of machine tools are 
equipped with Fostoria Critical Work Area Lighting equipment. Most 
factory managers and production men know Fostoria localized 
lighting combined with good general lighting increases production, 
decreases costs, reduces spoilage, improves morale and promotes 
safety. Thy want good lighting — you can provide it. 





HERE’S A LINE THAT'S ADVERTISED — Fostoria Critical Work Area 
Lighting Equipment is brought to the attention of thousands of 
specifiers in such trade journals as New Equipment Digest, Industrial 
Equipment News, Machine and Tool Blue Book 
among others. It’s an accepted line with a ready- 

made market. You can cash in on it. Write for 
> Atty our new folder on CRITICAL WORK AREA LIGHTING. 
“——_._No obligation. 


= 
FOSTORIA CORPORATION, Fostoria, Ohio 


MANUFACTURERS OF CRITICAL WORK AREA LIGHTING EQUIPMENT 
ACKERMAN-JOHNSON CO. 


“Giant Grip” TOGGLE BOLTS 


The Dependable 


Low-priced Fastener 
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Shows “Giant Grip” installed 


Newest in anchoring devices . . . provides a highly efficient means of attaching 
Electrical and Plumbing Fixtures, Kitchen Cabinets, Mirrors, Shelf Brackets, etc 
to tile or other hollow, or thin walls. When drawn up tight, bolt is always under 
tension; making it unnecessary to retighten bolt if any shrinkage of materials occurs 

Sturdily built 


se popular Sizes . low-priced! 


NOTHING HOLDS AS WELL AS ACKERMANS 






































Write for new catalog covering Complete line of Fastening Devices 


625 WEST JACKSON BLVD., CHICAGO + 55 PARK PLACE, NEW YORK 
ORIGINATORS OF THE EXPANSIVE SCREW ANCHOR 
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Clarence C. Keller 


Clarence C. Keller has been elected 
president of Holophane Co., New 
York, N.Y. Charles Franck, president 
since 1929, continues as chief execu- 
tive and chairman of the board. Kel- 
ler joined the company en- 
gineer in 1929. 


as test 


Dr. Robert B. Blodgett has been 
appointed director of research of The 
Okonite Co., Passaic, N.J., subsidiary 
of Kennecott Copper Corp. Richard 
C. Waldron has been named chief en- 
gineer at the company. 


H. E. Johnson has been appointed 
district manager of the Cutler-Ham- 
mer office, Buffalo, N.Y. He 


sales 


| joined the engineering department in 


| and 


1948. 


John L. Kilpatrick has been ap- 
pointed sales manager of the Lamp 
Process Coating Div., Silvray 


| Lighting Inc. Kilpatrick has over 30 


vice 


| an advisor to the company. 
| has been active 


years experience in the electrical en- 
gineering field. 

Dean C. Smith has been elected 
president, manufacturing and 
Frank A. Astrologes, vice president, 
finance of Oak Manufacturing Co., 
Crystal Lake, IIl. 


Harry A. Linsey 


Harry A. Linsey, vice president and 


| general manager of the Milch Elec- 


tric Supply Co., Racine, Wisc., has 
retired from the company at the age 
of 58. He will, however, continue as 
Linsey 
in electrical whole- 
saling in Racine and Chicago for over 


| 46 years. 
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NEW LITERATURE 





Transformers—New descriptive bul- 
letin with engineering data about 
complete line of dry-type transform- 
ers, 44 to 10,000 kva, has been pub- 
lished by Sorgel Electric Co., Mil- 
waukee, Wisc. 


Lightning Arrester—Revised bulletin 
LA2 is available from Line Material 
Industries, McGraw-Edison Co., Mil- 
waukee, Wisc. Publication contributes 
application features, ordering and di- 
mensional information on three types 
of lightning arresters. 


Power Plugs—Bulletin F54 describes 
new arc-safe electrical power plugs 
offered by Electrical Products Div., 
Joy Manufacturing Co., St. Louis, 
Mo. Bulletin gives complete descrip- 
tions of all safety features. 


Electric Heaters — Deluxe plastic 
bound catalog describing 300 models 
of built-in and portable electric heat- 
ers has just been prepared for archi- 
tects, engineers, and electrical con- 
tractors by Markel Electric Products, 
inc., Buffalo, N.Y. The new 30-page 
catalog contains full descriptions of 
all built-in electric heating equipment 


Floodlights—Catalog describing new 
sealed-beam lamp floodlight series call- 
ed the “PAR-beam,” is available from 
the Crouse-Hinds Co., Syracuse, N.Y 
Bulletin 2727 describes features, with 
listings of accessories, footcandle 
charts, dimensions, and lighting se- 
lector information 


Motors—Bulletin GEA-7300, 6 pages, 
describes complete line of fractional 
horsepower specialty motors rated 
from 15 milli-horsepower to 42 hp. 
Bulletin is available from General 
Electric Co., Schenectady, N.Y. 


Fans and Heaters—New 10-page cat- 
alog describes complete line of ex- 
haust fans, blowers and ceiling heat- 
ers of the Emerson-Pryne Co., St 
Louis, Mo, 


Relays—New, 8-page catalog show- 
ing more than 40 standard relays is 
available from Potter & Brumfield 
Div., American Machine & Foundry 
Co., Princeton, Ind. Descriptions, di- 
mensions, technical specifications and 
prices are given for more than 450 
variations of the basic relays 


Rectifiers—Bulletin giving electrical 
and mechanical specifications of its 
full line of certified selenium cells and 
stacks, and cartridge type selenium 
rectifiers is available; Semiconductor 
Div., Syntron Co., Homer City, Pa. 
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MOISTURE JUST CAN'T PENETRATE 


LI QUA WS 


FLEXIBLE LIQUID-TIGHT WIRING CONDUIT 


Impervious Molded-On Polyvinyl Jacket sill 


Heavy Square Locked {= 
or interlocked 
Galvanized 

Flexible Conduit 








vA, 


. nor can grease, dirt, oils, alcohols or 
most other corrosive vapors, acids, or 
other harmful elements. Circuits are 
completely protected 

Liquatite can be installed as quickly 
and easily as Flexible Conduit, yet 
assures the protection of Rigid Conduit. It 
follows contours, absorbs motion, vibration 


and shock indefinitely TYPE LT 
J.1.C. APPROVED 


Find out why Liquatite is serving industry everywhere. 
ind ov y liq g TYPE LA 


UNDERWRITERS 
APPROVED 


Write today for free sample, costs and 
discounts. 





P.O.BOX 128A e@ ROSELLE, ILLINOIS 


Only ATLANTIC 
Transformers 
give you... 


e Lowest noise levels 


e Unmatched quality of con- 
struction 


e Low initial cost & upkeep 


And there's an Atlantic, air-cooled, Dry 
type Transformer for every Voltage 
every installation! 


PHASE CHANGERS e GENERAL PURPOSE e DISTRIBUTION 
Send for our new 36 page Dry Type Transformers Catalog 


A few select distributorships available. 


ATLANTIC TRANSFORMER COMPANY 


8330 HEGERMAN ST., PHILA. 36, PENNA. 











NEW OVERSIZE WIREHOLDER 
for large pipes 


Utilities, industrial maintenance departments 
and electrical contractors will find many uses 
for this new oversize pipe mounting wire- 
holder. It is quickly and easily installed on 


either 3” or 4” 


pipe. Massive insulator is 


copper bail reinforced for superior strength 
and corrosion resistance. 


Porcelain Products Co. of Carey, Ohio, also 
makes other items ideal for utility use includ- 
ing a full range of wireholders, spools, ground 


rods, and some 120 other products. 


Write 


today for complete catalog. 


so. 
¥R @ | 


“Universal” Wireholder 2 . 
For 114” to 2/2" pipe > Wireholders 


Y 


XX 
f Ground 
F Rods 


PORCELAIN PRODUCTS CO. 


225 N. Patterson St. + Carey, Ohio 





Our 17th Year 


Serving the Electrical 
Industry—STRINGER 
Safety Equipment 
Offering the most complete line and the 
finest quality safety equipment obtainable, 
STRINGER at the same time offers a very 
attractive discount plan to the electrical 


wholesaler. Let us explain this plan; write 
today for free catalog of this COMPLETE line 


UTILITIES SAFETY 
SUPPLY CO., INC. 


Lee's Summit, Mo. 





THEY STAY ON 
All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 
feature. 


Contractors everywhere are crm OZ 

switching to VICTOR. Cash in 

on this heavy demand. Add 

these fast selling, profitable 

Clamps and Straps to your 

line 
VICTOR products are 
neatly packed, clearly 
and attractively labelled. 
Orders for stock items 
shipped within 24 hours. 


Write for the new | ARs ) 


Victor Strap Catalog. 
Lists over 600 items : 

to fasten Wire, Cable, 

Tubing and Conduit. 


\Wictor SPECIALTIES, INC. 


775 MAIN ST., NEW ROCHELLE, NLY. 

















\ the Greatest Single Source for Clamps and Straps 





Downlights—New line of incandes- 
cent downlights is described in 12- 
page catalog available from The Frink 
Corp., Brooklyn, N.Y. Features and 
application data for square, round, 
eyeball, and low-brightness-aperture 
styles in 75- to 300-w sizes, are listed. 


Resistors—Four page bulletin describ- 
es new Metohm molded metal film 
precision resistors. Booklet is avail- 
able from Ward Leonard Electric Co., 
Mount Vernon, N.Y. 


Luminaires—Six page booklet describ- 
es recessed prismatic incandescent lu- 
minaires. Booklet No. 31F23 with 
features and specifications is available 
from Holophane Co., Inc., New York, 
N.Y. 


Switches—New 4-page folder—Micro 
Switch Precision Switches for High 
Temperature Locations—is available 
from Micro Switch Div., Minneapolis- 
Honeywell Regulator Co., Freeport, 
Il. 


Ventilators—New 12-page, four-color 
catalog covers certified ventilators for 
baths and kitchens. Included are ven- 
tilators for wall and ceiling installation 
and combination ventilator-light and 
ventilator-light-heater units. Available 
from Fasco Industries, Rochester, N.Y. 


SALES REPRESENTATIVES 





Wakefield Corp., Vermilion, Ohio— 
has announced the appointment of two 
sales representatives to its lighting di- 
vision. Hamer K. Spencer will cover 
the entire state of Virginia and Rich- 
ard Y. Fernandez will cover the east- 
ern Gulf Coast section of Florida. 


Slater Electric Co., Inc., Glen Cove, 
N.Y.—has announced the appoint- 
ment of the H. H. Seay Company, 
Columbus, Ohio, as manufacturer’s 
representative for the states of Ohio, 
West Virginia and parts of Pennsyl- 
Vania. 


Black & Decker Mfg. Co., Towson, 
Md.—Four new sales representatives 
have been appointed to the Consumer 
Products division of the company: 
Larrisen C. Goodman, Dallas consum- 
er products district, replaces J. D. 
Hogue in the Dallas-El Paso-Amarillo 
area; John D. Kneebone, St. Louis 
consumer products district, replaces 
John K. Fitz-Gerald in the Evansville- 
Peoria area. James T. Swisher, Cleve- 
land consumer products district, re- 
places F. O. White in the Youngstown- 
Wheeling-Charleston area. William J. 
Baker, Cincinnati consumer products 
district, covers the Cincinnati-Louis- 
ville area. 
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MANUFACTURERS’ EXPANSIONS 





Mendenhall, Miss. — Governor Ross 
Barnett has announced that Universal 
Manufacturing Co. of Paterson, N.J., 
has signed a contract to locate a 
multi-million dollar plant in Menden- 
hall. It is proposed to build a plant 
for Universal on a 200-acre site 
tween Mendenhall and Magee, under 
a $1,750,000 bond issue. The plant, 
according to the announcement, would 
ultimately employ 1,200 persons but 
would begin operations with an initial 
work force of 350 


be- 


Los Angeles—Alpha Wire Corp. has 
expanded its Pacific Division to the 
status of a complete factory warehouse 
and sales operation, serving the 13 
western states. In line with this ex- 
pansion the company has moved its 
facilities to a larger building located 
at 11844 Mississippi Ave. in Los 
Angeles. 


Park Ridge, Ill.—Square D Company 
has occupied a new office and ware- 
house building in St. Louis. Located 
at 1212 Pierce Ave., the one-story 
structure has a total of 16,800-sq ft 
of space with a 2,000-sq ft office 


section 


You'll be happy 
selling 


KNOPP 


Voltage Testers 


Patented Prod-Mount 


@ More user-value at Less Cost— 
means more turnover for you at good 
prom margins 
@ Five yo Features— 
Knopp Voltage Testers sell themselves 
@ Rugged, Reliable— 
build goodwill and repeat sales for you 
Tell if circuit is open or closed; magritude 
of voltage between 110 and 600 a-c or d-c, 
pure or rectified; 25 or 60 cycles. 
Two models. Free Sales Aids. 
Write today for full detaiis. 


Founded in 1928 by Otto A. nnepe under the 
name of Electrical Facilities Inc. 


Dept. A-12 1307 66th St., Oakland 8, Callf. 
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SELLING OPPORTUNITY AVAILABLE 


Representatives Wanted to sell new knife-tool 

to Electrical Trade, on exclusive distributor 
arrangement. Good return for smal! investment 
and effort Repeat business. Send for catalog 
and particulars ‘ Company, 18 
Fuller Street, Brookline, } 


sheets 


Wanted—Electrical Well-known 


Manufacturer needs aggressive reps 


Sales Reps 


Intere om 


| with following among electrical distributors and 


contractors, etc. to sell complete 
Intercoms: including AM-FM 
ce territories still open 
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NEW 
LARGER 


This New 4472-473 Conduit Clamp accom- 
modates NEW SIZES—1!'!/2” thru 2!/2”. 

The saddle or pipe support can be turned 
360°, permitting pipe to run parallel or at 
right angle. 

Made of highest grade malleable iron, with 
case hardened set screw — all cadmium 
plated. 

Excellent for confined areas. No drilling or 


need for straps. 


470-471 


No 470—For 
thru 1” Pipe or Conduit 


hanging '% 


No. 471— For hanging 114 
thru 1/2” Pipe or Conduit 


Cast Iron 
ADJUSTABLE BOX 


Watertig.t Floor Box— 
31/5" or 414” brass cover 
plate wth 2” or 23% 
abandon plug for power or 
2”, or 1” for tele- 
phone service or duplex re- 
ceptacle nozzles. Equipped / 
with ground wire. 2-Part 
tin’ lid for  total-height 


pou 


Adjustable 
STEEL BOX 


Steel box with a 314” di- 
ameter brass cover plate 
There are two '/2” and two 

KO's in sides and two 
44” and three 5” KO's in 
bottom. Comes in two stand 
ard heights—3'/g” and 25,” 
minimum. Designed for power 
or telephone service. 


Pullman 


Manufacturing Go. 


4 
1209-1215 JEFFERSON STREET 


LATROBE. PA. 
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mn. FLiP-n-CuT 


No.7 SLIPKNOT PLASTIC TAPE 
IN THREE FLIP ’N CUT SIZES! 


NOW, EVERY MAN IN THE CREW CAN CARRY A FLIP 'N CUT 
because the rolls and the free plastic dispensers are tailored 
TO THE JOB! Costs go down even more with No. 7 Slipknot Plastic 
Tape on the job, in a size for every need! Cut expense slash waste 

and do every job right — with the Flip 'n Cut size the job demands! 


No. 7 


SLIPKNOT 


% PLASTIC 


LECTRICAL 4 


oe 

% . 

., NAPE“ 
% Ps 
Stuy 


“Or imc, camron 





HANDIER THAN AN EXTRA HAND! THAT'S THE FLIP 'N CUT® 
Slipknot's exclusive dispenser-cutter that stores, dispenses, 
and cuts the finest plastic tape you can buy. It’s FREE with 
every roll in 30’ 44’ 66’ sizes. Your Distributor 
stocks it — ask for it by name. 











THE FLIP 'N CUT IS FREE 








Seattle, Washington 


Owner: DORIC CO., Seattle, Wash 
Architect: DOUGLAS A. BACON, Bellevue, Wash 
Electrical Contractor 


LAKESIDE ELECTRIC CO., Bellevue, Wash 


lravelers staying at this new, 


luxurious 175 unit motor hotel en 


trical living. Even the rooms are 
heated electrically so each person 
may select the room temperature To maintain safe, 
he prefers. 

These modern services require 
large electrical capacity. As a re- 
approximately 70,000 amperes element fuses are installed 


Safe protection against faults of branch circuit switches 





the : . 
4 ro ‘ore in ormation on 
BUSS Hi-Cap fuses installed in the % . 


this magnitude is assured by 


have an interrupting rating of 
200,000 amperes rms. symmetrn il 
modern pro 
tection throughout the electrical 
system, ind to safeguard against 
unnecessary interruptions in ele 


. Mai df i 
sult, the available fault current is trical service, FUSETRON dual ee es a? Goenes wm 


Electrical Protection goes MODERN 
with BUSS Fuses... 


at the Doric 6** Ave. Motor Hotel, 


R 
joy the latest conveniences of elec main entrance service. These fuses p ’ TRON 


uual-element fuses 
write for bulletin FIS 
BUSS 

Hi-Cap fuses 
write for bulletin HCS 


Mr. S. Andrew Sharpe, 
Manager of Lakeside 
Electric Co., at main 
Switchboord of 


Doric Motor Hotel BUSSMANN MFG 


DIVISION 


McGraw Edison 
BUSS Hi-Cop fuses. Branch circuits petals 


Protected by FUSETRON dual- ST LOUIS 7 MO 
element fuses. 














When electrical installations are modernized 
or new installations are made. 


YOU HAVE A HOT PROSPECT FOR BUSS FUSE 


Phe electrical modernization job at the Doric 6th 
\venue Motor Hotel described in the above mes- 
sage, 1s but one of thousands of jobs where increased 
power requirements are opening up additional 
BUSS and FUSETRON fuse orders for you and 
your company. 


Your profit on BUSS and FUSETRON fuses 
make it well worth a salesman’s time to go after ihis 
business. And, once the fuse order is in his pocket, 

he is a jump ahead of your competition in getting 
orders for other electrical items required for the job. 

Before you call on a prospect for BUSS fuses, 
the sale is already started because BUSS and FUSE- 


TRON fuses are known throughout industry,—and 
their superior advantages are continuously being 
pointed out to users by the BUSS sales program 

\ part of this program is the above selling mes 
sage, now appearing in leading industrial magazines 


Don't forget your helpmate 


If at anytime you run into a problem in Electrical 
Protection and could use a little help call on the 
BUSS Representative in your territory. He is willing 
and ready to help you. Use him 


BUSSMANN MFG. DIVISION, McGraw-Edison Co. 
St. Louis 7, Missouri 





Electrical Protection Goes 


Modern with BUSS FUSES 











